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Gone are the days when you had to be a mathematical 
wizard (not to mention something of a magician) to select a 
well-balanced stock of brushes for your store. 

Today, you install the Wooster 3-Point Merchandising Sys- 


tem for selling Wooster Brushes ... and stop counting when 
THE WOOSTER 3-POINT MERCHAN- you get to 26! There are only 26 kinds of brushes in this simpli- 


DISING SYSTEM - - - FOR SELLING fied, condensed line . . . every one proved a rapid seller .. . 


and ranging from small ten-centers to the big master painter 

numbers, a brush for every purse and every purpose. 
OOSTER Three types of effective merchandise displays are provided 

with complete-line purchases. Take your choice of the Wooster 


Swinging Sampler, a metal wall display . . . the colorful Counter 
Sampler... the handy Variety Venders . . . or use all three. 


S35 
BR USHES Stop counting brushes ... and start counting profits! Write 
today for the illustrated folder describing The Wooster 3-Point 


Merchandising System, or ask any Wooster jobber for com- 
plete details! . . . The Wooster Brush Company, Wooster, Ohio. 








NA sans of families 


will see this striking 


advertisement in the 
F July 10th issue of The 
| - : tis 4 Saturday Evening Post. 











N an entirely unique and convincing way, the adver- 


The word “YALE” used in connection 23 tisement reproduced above emphasizes the security 
with locks and hardware of all kinds : : . ‘ . 
and with materials handling equipment, pee which YALE Locks provide. Its purpose is to send cus- 


including hoists, industrial trucks, etc., 
is exclusively the property of The Yale 
& Towne Manufacturing Company. 

It is secured to them by the common : ; ¥ é 
law and by trade-mark registry nearly : within a range of prices that will enable you to meet any 
all over the world, and it cannot law- i : 
fully be used on similar products made 
by others. 


"rama tesonectonvence. i TM | THE YALE & TOWNE MFG. CO. 


porate name and for upwards of seventy STAMFORD, CONN., U.S. A. 


years has been used to indicate prod- 
\ ucts of their manufacture. 


% 
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tomers to hardware merchants. Standardize on YALE for all of 





your lock business. There are YALE Locks for every requirement 








competition. In every price class, YALE offers the greatest value. 
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WITH FURTHER IMPROVE 


IN THE GREATEST GAS RANG 
SINCE THE FIRST INSULATED @ & 


IN THE NEW Norge Gas Ranges the famous [Qt a 





Concentrator burner is further improved to make top == 
stove cooking even easier—to save even more fuel 60G09 a 
—and to be an even more impressive talking point. iii 

The New Norge Concentrator Gas Ranges are — ——— 


making an instant hit everywhere. And according 
to dealers already in the Norge profit parade 
the sales promotion and advertising plan backing 
up this great line of gas ranges is the largest, 
most practical and resultful they have ever seen. 





Do something really important for yourself today 
—write for complete details about the Norge 
dealership proposition. It’s easy to be a Norge <= 
dealer, because of new liberal finance plans. 
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NORGE DIVISION Borg-Warner Corporation ss 
606-670 E. Woodbridge St., Detroit, Michigan — 


See THE DIFFERENCE! Sed/ THE DIFFERENCE! 


Pachet tHE DIFFERENCE! 








ROLLATOR REFRIGERATION (Domestic and Commercial) © GAS AND ELECTRIC RANGES 
GR-3 WASHERS AND IRONERS « WHIRLATOR OIL BURNERS ¢« GAS BURNERS « FINE-AIR 
FURNACES e« COAL STOKERS e« AIR CONDITIONING e CIRCULATOR ROOM HEATERS 
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Fingertip Operation 
of Half-Ton Doors 


ON STANLEY 
BALL AND ROLLER 
BEARING HANGERS 


* 
FOR DOORS UP TO 350 POUNDS | 


154” to 214” thick 
X2650 Hanger X2641 Track 


FOR DOORS UP TO 700 POUNDS | 


154” to 234” thick 


Y¥2650 Hanger Y2641 Track 
FOR DOORS UP TO 1000 POUNDS x! 
21," to 314” thick Ball bearing swivel, roller bearing wheels. You need stock only 
W2650 Hanger W2641 Track three sizes to meet the requirements for any sliding door. 


The Stanley Works, New Britain, Conn. 


FOR ALL SLIDING DOORS 
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Wa HAZARD INSULATED WIRE WORKS 

ZZ THE OKONITE COMPANY 8 02 
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HAZARD INSULATED WIRE WORKS 
Division of 
THE OKONITE COMPANY 


Factories: Wilkes-Barre, Pa. Passaic, N. J. 
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rr YOUR Suon Sale Battle 


The greatest iron selling event of the year! . . . proved in 
action as the most successful campaign theme in the 
industry ...and actually getting better from year to 
year, 

Westinghouse originated this effective sales idea and 
now, for the first time, gives it broad, nationwide adver- 
tising support in full color newspaper pages. 


NEW POWER FOR ‘37 


Westinghouse will blaze this story to 1244 MILLION 
families . . . all located in the local markets of Westing- 
house Iron Dealers. 

There’s power! . . . power to sell these NEW Westing- 
house Irons faster than you’ve ever sold irons before. 


THE BIGGEST AUDIENCE 


Tie up with this nationwide selling event that is con- 
centrated on local markets like yours; giving you 
the largest audience ever assembled for a “Buy Now’”’ 
iron selling event. 

Your Westinghouse representative can tell you 

HOW MANY members of this great audience 

are IN YOUR COMMUNITY. He can tell you 

the big volume, fast-turning, full-profit story. 


Get the news EARLY... for an early start. 


THE LINE OF 
LEAST 
RESISTANCE 












No. 5 
For Bovs 


and Girls 


Stull 
at the top 






About seventy years ago Union Roller 

Skates were introduced to the public. 
They “Made Good” right from the start. 
First one skater—then another told others 

what downright good roller skates they were. 
The demand spread—each succeeding year 
finds more and more skaters using them. To- 


day millions of people are singing the praises of 


UNION HARDWARE 


Ball-Bearing Extension Roller Skates 


They are still at the top for dependable roller skates at 









popular prices. 


More hardware jobbers list them in their catalogs than any other 


brand. Our promise that Union quality will be sustained is built 














into every pair. 


The 1937 line is the most attractive Union Hardware has ever offered. 





Dealers who stock and display Union Roller Skates will build a profitable 
and permanently satisfactory business. Send for New Catalog which de- 


scribes the complete line. It makes selection and ordering an easy matter. 


Please Order from Your Jobber 






mEeWEE FY 
HARDWARE COMPANY 
ow eVisit 
TORRINGTON, CONN. 


NEW YORK OFFICE IS| CHAMBERS STREET 
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When the thermometer 


starts going — 


UP 











MAKE THESE WARM-WEATHER SALES OF TAYLOR INSTRUMENTS 


When warmer days of spring and summer start your customers talking about 
how high the temperature is— Then hardware merchants find it pays to keep 
Taylor Thermometers on display for extra sales. 

Taylor suggests the instruments shown here as aids in boosting sales right 
now. They all have the traditional Taylor accuracy and durability. Men and 
women know that the name “Taylor” on a thermometer is equivalent to a 
guarantee. And today, Taylor Instruments carry a printed guarantee—a 5-Year 
Guarantee of Tested Accuracy. Be sure your customers know about it. 

Your distributor will supply these products. Put them on display now. Taylor 
Instrument Companies, Rochester, N. Y. Plant also in Toronto, Canada. 


ASK ABOUT TAYLOR PROMOTIONS 


Hardware retailers can obtain complete 
Taylor Promotions on Thermometers and 
Weather Instruments. These promotions 
include window and counter display ma- 
terial and sales and merchandising helps. 
Many dealers have used them and found 
them most profitable. Ask a Taylor Rep- 
resentative for full information. 


FOR CHECKING OUTDOOR AND 
INDOOR TEMPERATURES 


People like to see how much cooler their 
homes are than it is outside. And who 
doesn’t want to know how hot it is out- 
doors? 





1. Taylor Temprite Window Thermometer. 
Every family should have at least one. At 
$1.00* retail. 


2. Taylor Indoor-Outdoor Thermometer set. 
No. 5180. Combination sells for $1.00.* 
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MANY WILL LIKE THIS HUMIDITY 
INDICATOR—“‘It isn’t the heat—it’s the 
humidity.”” This Normont Humidiguide 
(No. 5535) indicates how high the relative 
humidity is. Attractive dial type in black 
and chrome. $3.00* retail. 





FOR SCORES OF USES 


The ruggedness of this Taylor 
Metal Case Thermometer 
makes it useful in many 
places—in the kitchen, in the 
cellar, out in the barn. 


Metal Case Thermometer—No. 
5420-S. Outdoor range. Others 
with lower ranges. At retail 
$1.00.* 


‘Ta 

















1. Refrigerator Thermometer — No. 5933. 
Shows whether food is being kept at the cor- 
rect temperature during hot weather. At re- 
tail $1.50.* 

2. Candy and Jelly Thermometer—No. 5908. 
Assures fine results in making candy and in 
preserving. At retail $2.00.* 


FOR THE MAN 

WHO WATCHES 

TOMORROW'S 
WEATHER 


FairfaxStorm- 
oguide— No. 
2257. It fore- 
tells weather 
for miles around many hours in advance. 
With altitude adjuster and weather ten- 
dency indicator. At retail $10.00.* 








INSTRUMENTS 


*Prices slightly higher West of Rockies and in Canada, 








This Free Display 
increases turnover 
and net profit. 
Makes quicker 
counter cash sales. 
Fills 90% of cast- 
er calls. 


AU 


FAULTLESS CASTER CORPORATION 


First Prize $75.00—Railey-Milam Inc. 


Miami, Florida 


Second Prize $25.00—York Paint & Hardware 
Company 


York, Pennsylvania 


Third Prize $5.00—Ankcorn Hardware Co. 


Palouse, Washington 


Fourth Prize $5.00—J. W. Thrasher Hardware 


and Furniture Store 
Macomb, Il. 


These Prize Winning Windows were decided 
upon by a committee of judges consisting of 
George H. Griffiths, President, Hardware Age; 
Charles R. Isaacs, National Retail Hardware 
Association, and Clarence B. Noelting, Evans- 
ville, Indiana. 


Here is the smartly de- 
signed Caster Display and 
Stock Case popularized by 
the Faultless Window Trim 
Contest. Contains only fast 
selling staple items, oc- 
cupies only 7 x 11 space, 
and pays 67% profit on 
small investment. 


Ask Your Jobber 
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ELECTROYED 


OFFERS WIRE PRODUCTS MADE FROM 





































Here They Are... 





1 WALTHAM Bicycle Speedometer’s new Air- 
* plane Model dial. Applied radium figures 

and hand. Luminous, night-reading . . . looks 

like “official” aircraft instrument. Boys and girls 

will go for this feature. 

2 The WALTHAM Bicycle Speedometer head 
* is attached simply by loosening the ex- 

pander bolt. Note Slot. 


3 











BUILT LIKE A 
WALTHAM WATCH 


WALTHAM'’S new Specially designed Split 


* Plate Gear(patent applied for) assures sturdy 
fool-proof attachment without removing front 


wheel. Even a child can attach it quickly, easily. 


4. 


fitting without even removing the hub nut. 
Simplified attaching is the keynote of the new 
WALTHAM Bicycle Speedometer. 





Special WALTHAM -designed Gear Bracket 
also cuts down installation time by quick 














$4.45 retail-with non-iuminous 


dial. 


4.95 retail-with luminous dial. 
$3.75 retail-speed only, with lu- 


minous dial. 


3.25 retail-speed only, with 
non-luminous dial. 


HERE’S THE WAY 
TO GET ACTION 
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WHAT DO YOU THINK? 





Won’t you agree that original, practical and 
exclusive features make products easier to sell? 
And who will not agree that quick turnover is 
about the finest profit-producer of all? 

And in addition to the exclusive features 
outlined above, consider the sales-making magic 
of the Waltham name — a name acceptable to 
millions of men and women for more than eighty 
years. A name associated with the finest pre- 
cision instrument made: a quality watch. A 
name also associated with the manufacture of 


the highest grade automobile speedometers and 
aviation instruments. 

Why not get further facts about the profits 
in store for you through the sale of Waltham 
Bicycle Speedometers? Get in touch with your 
distributor today, or send the coupon below 
for complete information. Each Waltham 
Bicycle Speedometer is packed in an attractive 
box suitable for counter or window display. 
Free booklets and window streamers. 


SEND THE COUPON TODAY 








WALTHAM WATCH COMPANY (Dept. M-20), Waltham, Mass. 


Please send at once full information with prices and dealer discounts 
on your line of Waltham Bicycle Speedometers. ; 
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THE THIRD IN A SERIES OF INTERESTING WINDOW TREATMENTS 
‘ Architect .. . Franklin P. Hammond 
“at oa teat The use of Pennvernon Window Glass assists greatly in 
ad the creation of distinguished windows. This fine glass is 
exceptionally clear, transparent, brilliant of finish, and 
reflective. Its close-knit surface texture resists wear and 
abrasion with unusual success. These qualities, combined 
with a new freedom from distorting defects, make Penn- 
vernon Windows better windows for the modern home. 


Atl PITTS BURGH, 
PLATE GLASS COMPANY 


active 
splay. 
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| HE news about the new XPERT .22’s “broke” 

last month when a ftood of millions of advertis- 
ing messages swept out among shooters all over the 
——— announcing these sensational cartridges for all 
around shooting — with the 3 big sales features of GREAT- 
ER ACCURACY, FLATTER TRAJECTORY and OUT- 
STANDING CLEANLINESS! 


Small bore riflemen learned with surprise that XPERT 
Long Rifle .22’s are built of the same components as 
Western SUPER-MATCH, the leading target. ammunition 
of 1936, and that the XPERT .22 Short and .22 Long are 
comparable in accuracy and uniformity to the Long Rifle 
size! That they are SMOKELESS and NON-CORROSIVE, 


Metlen Kpert Accuracy: 


Creates Big Demand? 





10,152,418 Advertising Messages 
On XPERT Accuracy and Economy! 


Last month more than ten million advertising 
messages announced the new XPERT .22’s to the 
shooters of America. This month and during 
months to follow the barrage continues. Already 
many dealers have had to re-order! Don’t be caught 


short without an adequate supply! 





with lubricated lead bullets! And with even greater sur- 
prise shooters learned that these new cartridges SELL 
AT THE SAME PRICE AS ORDINARY .22’s! 


Again Western has sensed the need and demand for an 
ammunition improvement and has supplied it, to increase 
your sales and profits! Your customers are taking to 7 
XPERT with all the enthusiasm they have shown over 
SUPER-X Long Range .22’s—the pace-setters for small ~ 
game and pest shooting! : 
Here’s another winner that rings the cash register often! ~ 
If you haven’t placed your XPERT order do so now, 7 
through your regular source of supply. q 


WESTERN CARTRIDGE COMPANY, Dept. E-50, East Alton, Illinois 


Mislown - World’s Champion Ammunition! 





er surf- 


SELL 


for an 
crease 
ng to” 
nh over 
small — 


often! ri 
» nou, | 


Increase your pro 


Fast moving 
J&L Nails...gather no dust 
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fits with J&L 





STEEL 


stocks...like 


They assure quick turnover 


J&L Bright and Galvanized Nails 
and Staples move fast. Users like 
their uniform high quality and ap- 
preciate the full quantity of well 
formed nails and staples they get 
in every pound or keg they buy. 

J&L Nails are formed to accu- 
ratedimensions in special machines. 
J&L Galvanized Nails, in the Green 
Keg, are thoroughly and smoothly 
coated by an improved hot process, 


to give long life and maximum re- 
sistance to corrosion. You sell J &L 
Nails and other wire products . . . 
Barbed Wire and Woven Wire 
Fence . . . with the assurance that 
they will give your customers com- 
plete satisfaction through long 
years of service. 


Jones & Laughlin Wire Products 
move fast . . . they satisfy your 


customers. Stock J&L. 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 
MAKERS OF HIGH QUALITY IRON AND STEEL PRODUCTS SINCE 1850 








OlL STOVES AND RANGES 


A PRODUCT THAT'S 
RIGHT IN DESIGN 


YOU CAN USE THE SAME METHOD. You 
may not be able to take 433 ranges 
in thirteen months, or sell 67 ranges in 
one month as this dealer did — but you 
can greatly increase your profits by the 
same methods. In fact, oil stoves can be 
a major profit producer for you. Dealers 


all over the country are proving it. 


CONCENTRATE ON PERFECTION— When you 
concentrate on Perfection oil stoves, 
you have everything in your favor! A 
product that’s right in appearance and 
convenience—the most popular Per- 
fection models ever made; and High- 


Power burner performance. 


These advantages find ready consumer 


OlL BURNING WATER HEATERS 


ONE PERFECTION 
433. 


OIL RANGES IN 


OUTSTANDING BURNER 
PERFORMANCE 


acceptance due to Perfection’s huge 
advertising campaign. Add to this 
the simplicity of Perfection’s practical 
Finance Plan, with its lower cost to 
retail customers—and all you need is 


aggressive merchandising. 


DON’T WAIT! GO OUT AND GET THEM! Dis- 
play and demonstrate Perfection High- 
Power ranges. Use local newspaper 
advertising, Perfection posters, direct 
mail, movie slides and local radio 
announcements — but most important: 
Take the ranges right out to your pros- 
pects offering them free trial and easy 
terms. It works for others. It will work 
for you. There is no limit to your oppor- 


tunity. Write for complete information. 


PERFECTION STOVE COMPANY 


OIL BURNING REFRIGERATORS 
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EALER TAKES 


WIDE USE OF PERFECTION ACTIVE, AGGRESSIVE 
DOMINANCE . FINANCE PLAN MERCHANDISING 


































































OIL BURNING SPACE HEATERS - ROOM HEATERS - OIL BURNING AIR CONDITIONING HEATING PLANTS - 
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MYE RS 


UNLOADERS — 


S the years go by and one harvest follows another, 


MYERS HAY UNLOADERS continue in popular 


favor with farmers everywhere. 


FIG. 2936 


With their remarkable record for dependability, 
speed and efficiency in the unloading of hay or grain 
from the rack into the mow or onto the stack, they 
have gained a prestige among farmers that is difficult 


to approach by others. 


As ever, hay remains one of the most important 


of all farm crops. 
favorable. Acreage will be greater perhaps 
than any recent season. Not in years has the 
outlook been so bright for Myers Unloader 
sales. And dealers who are ready with a com- 
plete line of Myers Unloaders as well as Myers 
Forks, Slings, Pulleys, Tracks and Fixtures 
will again cash in when hay and grain start 
to move from the fields. 


Orders already booked are heavy. Antic- 
ipate your requirements by placing your 
specifications with us today. 





Prices have been exceedingly 


FIG.2743 


FIG. 2054 


PUMPS-—WATER SYSTEMS-—HAY TOOLS 


we F.E.MYERS & BRO.¢s. 


ASHLAND, OHIO. 


-DOOR HANGERS 
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You can't pick’ a lock 
that has no keyhole 


Here is a lock that is enough to get 
the “goat” of any good sneak thief. 
For you can’t pick a lock that has no 
keyhole — and, without a keyhole, 
what good is a skeleton key? 

With a Sesamee (U. S. Pat. 16833) 
your thumb is your “‘Key.” All you 
do is flick its wheels to your own 
secret number and “Open Sesamee”’ 
—your lock flies open as if by magic. 
No more keys to fumble, lose, or 
wear out your pockets. 

When you get your Sesamee, you 
choose and set your secret number 


MANUFACTURERS :—We design 
special applications of “Sesamee” for 
any product that needs 

a lock. Write us. 


yourself. No one else need ever 
know—but if you tell and change 
your mind, just change your number. 


MONEY BACK GUARANTEE The new 
forged brass Sesamee sells for only a 
dollar at hardware counters—but it 
is so new not all dealers have it. If 
yours does not, just pin a dollar to 
this ad, and mail the coupon to us. 
Moneyback guaranteed if notdelighted. 


ESAMEE CO 10, 


ES MPANY, Dept. 
HARTFORD, CONNECTICUT 
Send mea Sesamee postpaid. I enclose $1.00. 
My dollar to be promptly refunded if I am 
not delighted—and I am to be the judge. 


STREET... cccccccvccccsccccsescccccees ° 
GI a ocivccvcctecctccccccssvasecciossces 


epanee 


U. S. PATENT 16833 


THE LOCK THAT NEEDS NO KEY 


CHOOSE YOUR OWN SECRET NUMBER 
CHANGE IT WHENEVER YOU WISH 
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CUSTOMER...OR 


ALL-PURPOSE 
SOFT PASTE 


WHITE LEAD 


PINT 


PURCHASER 


WHICH MEANS BIGGER PROFITS? 


ETS give these two buyers a 
L chance to speak for themselves: 

“I’m a housewife,” says the lady. 
“I buy a pint or two at a time... 
once or twice a year.” 

“I’m a master painter,” says the 
gentleman in the cap. “I buy several 
hundred pounds of ‘lead’ at a clip 
—five gallons of oil one week and 


Where Painters Buy =~ 
Dutch Boy White-Lead 4 
they also buy these! 


20, 1937 


ten the next. Twelve months out of 
the year, | earn my living by paint- 
ing—so naturally my orders run 
into money. 

“When I’m buying supplies, | 
don’t travel from store to store ..;. 
haven't got the time. It’s simpler to 
get everything I need from the man 
who sells me my white-lead.” 

Make your bid for 
these volume- buyers 
by stocking Dutch Boy 
White-Lead—the most 
sought-after item in 
the painter’s line. 

Other Dutch Boy 
products that help to 
bring painters in are: 


Dutch Boy Linseed Oil, Dutch Boy 
Lead Mixing Oil, Dutch Boy Colors- 
in-Oil, Dutch Boy Liquid Drier, 
Dutch Boy Wall Primer and Dutch 
Boy Quick-Drying Red Lead 


Primer. 


When good sellers get together 


Here’s a merchandising idea that 
store after store is finding profitable 
...a Dutch Boy Department! Pick 
out a prominent section of shelving 
and in it concentrate the Dutch Boy 
line, every item. Such a display 
makes a big impression on painters, 
makes them feel your store is a 
leader in supplying the kind of 
goods they buy. 


DUTCH BOY 


PAINTERS’ PRODUCTS 


NATIONAL 


LEAD: COMPANY 


111 Broadway, New York; 116 Oak St., Buffalo; 900 W. 18th St., Chicago; 
659 Freeman Ave., Cincinnati; 1213 W. Third St., Cleveland; 722 Chest- 
nut St., St. Louis; 2240 24th St., San Francisco; National-Boston Lead 
Co., 800 Albany St., Boston; National Lead & Oil Co. of Penna., 316 
Fourth Ave., Pittsburgh; John T. Lewis & Bros. Co., Widener Bldg., Phila. 








$i 


g Over 90 % of all manufacturers 
of washing machines power their 
farm models with air-cooled 4 cycle 
Briggs & Stratton Gasoline Motors, 
widely recognized everywhere for 
dependability, economy and 


long, trouble-free service life.  f (RRMemee Mm RN en 


(om Gon SS 


$& STRATTON] 


- - 
GASOLINE 
MOTORS 
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IMM THE 
MOST LOOKED- 
FOR SHOVEL IN 

THE BUSINESS 











SELL THE SHOVELS 


@ It invariably happens that one WOOD’S 
Shovel sells another. You sell a customer... a 
friend sees it, admires it, asks who sells it... 
and soon you have another customer asking for 
a WOOD’S Shovel by name! 

This is a fact taken from dealers’ experiences 
throughout the country ...a big reason why 
you actually sell more shovels when you sell 
WOOD’S. 

And the reasons for WOOD'S popularity are 
the many exclusive built-in features. Such fea- 
tures as the proper heft of the shovel, the smooth 
handle and strong tapered socket, the turned 
shoulder and Closed-Back ... all are important 
reasons why WOOD’S Shovels make lasting 
friends and boosters. 

Moreover — the Closed-Back design reduces 
your shovel inventory to a minimum because 
it supersedes strap weld, solid shank and hollow 
back shovels ... it answers all needs! 

It will pay you to write now for all details of 
the famous WOOD’S brands; “Moly”, Big Fist, 
Stuart, Wilson and Piqua. Write your Jobber, 
or direct to us. THE WOOD SHOVEL & TOOL 
COMPANY, PIQUA, OHIO. 


THAT S8&it THEMSELVES 


1 The Closed-Back— provides smooth 3 The Tapered sSocket — strong and 
back with unrivaled strength of one. solid because both blade and socket are 
piece design . . . also new simplicity of heat-treated, fits the hand. 

handle replacement. 4 Heat Treating — makes high-grade 
2 The Turned Shoulder strengthens steels in Big Fist, Wood, Stuart and 
blade, saves shoes. Wilson grades hard, to resist wear. 











Shovels» Spades » Scoops 
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PACKAGING-— 


Whenever I think of warehouse 
practices and the importance of 
keeping an orderly stock I’m im- 
pressed with the improvement in 
the packaging of so many hard- 
ware lines. It has not been a 
complete job as yet. There are 
many heavy and bulky hardware 
items which are still carelessly 
packaged in factories. For the 
sake of economy inadequate pa- 
per strength makes it difficult to 
keep these items in an attractive 
condition. Nothing will spoil the 
harmonious and efficient appear- 
ances and operations of a ware- 
house more than an _ occasional 
“break in the ranks” caused by 
spilling over bolts, nuts, chains, 
and such items. There is still 
something to be desired, also, in 
the color scheme and label de- 
signs of many hardware products. 
Many of them have not been 
changed in the past 20 years.. As 
a result, those labels and color 
schemes on packages that have 
been modernized and made effi- 
cient stand out that much more 
strongly in the minds of the buy- 
ers and are unquestionably an im- 
portant factor in helping to win 
sales and steady customers. 


LEGISLATIVE ERA- 


The current period in our na- 
tional economic history should be 
recorded as the “Legislative Era.” 
Never in our history has there 
been such a flood of legislative 
effort seeking to regulate our 
daily lives and our business pro- 
cedure. A great many of the 
proposed regulatory measures 
have merit and are conceived in 
the interest of more equitable 
business practices and opportu- 
nities but their number is so 
great and their purposes so va- 
ried that extreme confusion is 
evident among business men. 
There is also the element of 
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Just Among 
Ourselves 



















By CHARI 


costs to be considered. Regula- 
tory legislation necessarily car- 
ries some form of penalties and 
requires enforcing agencies. If 
this parade of laws affecting bus- 
iness continues, this nation will 
build up a more staggering public 
payroll and with it a more bur- 
densome taxation system. Part of 
the fault in this situation can be 
charged to business men whose 
traditional indifference to politi- 
cal activities permits thoroughly 
incompetent, law-minded officials 
to be elected. Too few capable 
business men are willing to give 
of their time and talents to par- 
ticipate in a state legislature or 
to consider running for Congress. 
As a result, we have increasingly 
a group of professional politicians 
holding Federal, State and local 
offices. As such, they in no sense 
truly represent the best interests 
of their respective constituents, 
but are part of a spoils system 
that is costing business a huge 
annual toll. Unless business men 
take public office or participate 
more actively in helping to select 
public officials this already seri- 
ous problem will get out of hand 
and beyond hope of proper con- 
trol. 


S J. HEALE 


BUILDERS’ 
HARDWARE- 


In this issue is published the 
third chapter of the new editorial 
feature “Taking the Mystery Out 
of Builders’ Hardware.” This 
chapter starts the actual work of 
specifying hardware for a modest 
home, with a specially prepared, 
authentic blueprint to use as a 
suide. It is important that readers 
retain this blueprint for future 
reference during the completion of 
the hagdware schedules for this 
sample modest home. Extra copies 
of the blueprint are available upon 
requests accompanied by a three- 
cent stamp to cover postage. We 
make this offer to take care of the 
natural desire to frame and hang 
conveniently on the wall this 
handy blueprint which helps illus- 
trate the study course on builders’ 
hardware. All worthwhile 
builders’ hardware sales start with 
a blueprint from which the in- 
formed “take off plans” and spec- 
ify hardware. It is the aim of this 
editorial course to train men in 
hardware stores to become pro- 
ficient in this endeavor. The early 
reception accorded this editorial 
activity is reassuring and most en- 


couraging. 
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TAKING THE MYSTERY OUT [ 





Here is Chapter Three of ADON H. BROWNELL’S — y 


The opportunity of a lifetime is yours. 
Begin now to make the most of it. Read 
the last two issues—then begin this one. 


/ 


Fig. 1—Stand- 
ard weight 

















TREMENDOUS home 
A building program is in 

progress throughout this 
country. For more than a year 
leading newspapers have devoted 
| entire special sections and supple- 
ments to the widespread interest 
} in average price home-building. 
Magazine articles stress the re- 
created interest in building new 
homes—with the majority of such 
building statistically showing 
more than 90 per cent of the 
building is for homes and _ lots 
averaging less than $7,000 total. 
This is the fertile field for the 
average hardware dealer to obtain 
builders’ hardware business if he 
is prepared and equipped to han- 
dle such profitable business. 

In the April 22 issue Harp- 
WARE AGE began the publication 
of a series of articles capable of 
providing the remedy for lost 
builders’ hardware profits. These 
articles take the student of build- 
ers’ hardware through three divi- 
sions of study reading—the ele- 


butt for mortis- 
ing into edge 
of door and 
frame. 


Fig. 2—Stand- 
ard weight 
half - surface 
butt, surface 
application on 
door mortise 
into frame. 
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Fig. 2 


mentary, now appearing, the 
intermediate to follow and finally 
the advanced section. They will 
lead him gradually but steadily, 
by understandable instructions, to 
a mastery of this profitable and 
desirable business. The hardware 
dealer who wishes to get the most 
from this series of articles, unique 
in their treatment of the subject, 
will begin the study and discus- 
sion of them with his assistants. 
One or more men in each retail 
hardware store will recognize this 
opportunity to grow with a speed 
and strength not frequently pos- 
sible. These articles would make 
excellent topic material for store 
meetings as well as for private 
study. A great opportunity is of- 
fered the young hardware man 
who wants to lift himself and his 
business out of the rut. 

The first article dealt with a 
model stock of builders’ hard- 
ware representing an investment 
of $500. Much of this stock is 
normally already on hand in the 
average store. The second article 
explained an efficient, yet simple, 
method for handling this stock, 
storing it and arranging it for 
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New Series of Articles 


prompt service. In this issue we 
begin to study the vital and basic 
“taking off plans” from an actual 
blueprint of a modest home. The 
blueprint is given with this in- 
stallment, prepared in a form 
convenient for ready reference. 
Room by room, opening by open- 
ing, these articles will help the 
interested builders’ hardware stu- 
dent become capable in specifying 
hardware. The house selected for 
an example is typical and the 
blueprint exactly as an architect, 
builder or home owner would pre- 
sent it when you seek the hard- 
ware order. This same blueprint 
will be found useful in subsequent 
articles so keep this issue handy 
for this purpose. 

In this chapter we present a 
plan of a small house. Study it 
carefully for as we equip it with 





Finishes are U. S. Standard and 
generally described as follows: 

U. S. 4—Dull Brass. 

U. S. 5—Dull Brass oxidized and 
relieved. 

U. S. 11—Dull Bronze oxidized 
and relieved. 

U. S. 14—Polished Nickel. 

U. S. 19—Imitation Barff. 
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Vincent Farrey, of the 
Farrey Hdw. Co., Miami 
Beach, Fla., taking off 
plans for a builders’ hard- 
ware job. 


the proper hardware you will nat- 
urally learn many things which 
are typical in every house. 

This house of modest construc- 
tion is a rather typical home 
for one of limited means. It has 
been said “God must have loved 
the common people, he made so 
many of them.” If this is so, they 
have to have homes in which to 
live—the type we are now study- 
ing. 

Every opening whether door, 
cupboard or window must have 






hardware, so first let us list the 
various openings for which hard- 
ware will be required: 
HOUSE—Basement 

1 Batten Door Fruit Closet 

1 Clothes Chute Door 

4 Basement Windows Steel Sash 


—Garage 

1 Pr. Exterior Doors Open out 
134” 

1 Side Entrance Door Open out 
134” 


2 Double Hang Windows 
HOUSE—First Floor 

1 Front Entrance Door 1°24” 

1 Rear Entrance Door 134” 


Fig. 3—Light weight butt for light doors to mortise into door and frame. 


Fig. 4—Light “T” hinge. 
Fig. 5—Light strap hinge. 
Fig. 6—Full surface floor hinge. 
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TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE 


1 Pair French Doors 
134,” 

1 Double Acting Door 1%” 

5 Other Interior Doors 1°.” 

1 Cupboard Door in Living Room 
14.” —3 Adjustable Shelves 
Over 

1 Clothes Chute Door 7%” 

KITCHEN CUPBOARDS— 
2 Pr. Doors—4 Sgle. Doors 7” 
5 Long Drawers—4 Short- 
8 Adj. Shelves 

1 Package Box—Metal 

1 Pr. Casement Windows over 
Kitchen Sink 13¢” 

7 Double Hung Windows 

HOUSE—Second Floor 
Bath Room Door 132” 
Medicine Cabinet—Metal 
Double Hung Window in Bath 
Other Interior Doors except 
Bath 134” 
Clothes Chute Door 7%” 
Scuttle Door to Attic 
Double Hung Windows except 
Bath 
Attic House 
Bottom Hung Casement Win- 
dow 134” 
Outside House & Garage 
Prs. Shutters (or Blinds) 


Interior 


These are the openings in this 
rather simple house to be equipped 
with hardware. 


A garage door set for 
pair of doors opening 
out, complete except 
lock. 


Follow this blue- 
print of the 
modest home. It 
will be needed 
as you read. 


The first goods that will be re- 
quired are the hinges. You must 
learn trade names. For practical- 
ly all of the doors in this house 
we shall use butts. 

Butts are really butt hinges to 
be mortised into the edge of the 
door and the frame for the door. 
All the butts we shall use are to 
be five-knuckle butts, loose pin. 
Take an ordinary 344 x 31% butt 
out of stock. Study it. Now do 
you understand what we mean by 
“knuckle” and “loose pin?” It is 
so much better for you to study 
these terms in light of the goods 
actually in your hand that I shall 
not attempt to go into a long de- 
scription of the terms where it 


A surface floor hinge. 
Below, the working 
parts. 


is so obvious upon viewing the 
merchandise. 

For this type of house using 
standard doors and frames we do 
not need to concern ourselves 
particularly with “throw of the 
hinges—reveals, etc.,” which come 
up later. 

For all practical purposes now 
the following schedule will be 


found ample: 


124” Doors take 4 x4” Butts 
1%” " "Sys" 
134” Windows take sy 
114” Doors take 


Y dd ’ 
8 


You will find some carpenters 
prefer to use half surface butts 
and for the cupboard doors full 
surface hinges. 


(Continued on page 29) 
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i NHIS blueprint is your guide for 
learning to specify Builders’ 
Hardware for the Modest 

Home, used as the example, in the 

educational articles, in every issue of 

HARDWARE AGE, published under 

the title—‘*Taking the Mystery Out 

of Builders’ Hardware,” by Adon H. 

Brownell. 


You will require this blueprint to 
properly follow and understand these 
articles. Builders’ hardware sales 
usually start when a blueprint is 
made available. 


Upon request, extra copies of this 
sample blueprint, exactly as printed 
here, are available for framing, hang- 
ing on the wall or other reference use. 
A three cent stamp, to cover mailing, 
should accompany such requests ad- 
dressed to— 


HARDWARE AGE 
EDITORIAL DEPARTMENT 


239 West 39th Street, New York City 


Published in Hardware Age, May 20th, 1937. 
As pages 28A, 28B, 28C and 28D. 


opyrighted 1937 by HARDWARE AGE 
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This house we are now equip- 
. ping is to be done very economi- 
cally, so we shall use plated butts. 
That is a steel butt, electroplated 
to match the finish of the lock 
set selected. 

Here are two suggestions re- 
garding building up value of sales 
that even on this house you can 
try. 


Suggestions on Selling 


First, for all the exterior doors, 
sell three butts for each door. 
Explain the necessity of this to 
the owner or builder because ex- 
terior doors are exposed to the 
temperature and weather condi- 
tions outdoors and the often great- 
ly contracting temperature inside 
the house. Three butts will help 
keep the door from warping due 
to these conditions. 

Secondly, try and sell shera- 
dized or electro galv. before plat- 
ing butts on the exterior, bath 
and medicine cabinet doors. Ex- 
plain to the owner or builder the 
value of this additional expense, 
how it will greatly retard rusting 
where so much moisture occurs as 
it does on exterior doors and in 
the bath rooms. But let me give 
you this warning! Never tell your 
customer this process will abso- 
lutely prevent rust, because even 
these butts will rust eventually 
if exposed to sufficient moisture. 

If you want to make sure there 
will be no rust, sell bronze or 
brass butts. Ordinarily, in the 
class of construction now under 
consideration the customer will 
not pay the difference. 

For the Batten Door in the 
basement we will use a pair of 


5-inch Light T Hinges. 
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T hinges are so called because 
of their appearance—strap hinges 
for the same reason. They are 
applied on the surface of the door 
and frame so never call them 
butts. 

A great many dealers find it 
to their advantage to stock strap 
and T Hinges a single pair to a 
box packed with screws. Many 
dealers, on the other hand, use 
the cheaper way of buying them 
in bulk without screws. 

In case your stock is the lat- 
ter, let me give you here and 
now a word of warning! Be sure 
screws are added to the hinges 
when they are shipped to the job 
and that they are the proper 
length and diameter. Never send 
out any goods to a job that are 
not complete and fully equipped 
to install. Nothing will so build 
up goodwill upon the part of the 
contractor as the strict observance 
of this rule. Nothing will so 
quickly tear down a contractor’s 
goodwill as your failure in this 
respect. 


Delays Are Costly 


Place yourself in the contrac- 
tor’s position. He has high-priced 
mechanics at work. Screws, bolts 
or other parts are missing. These 
men are delayed perhaps $5.00 
worth of time lost while the con- 
tractor or his carpenter chase out 
to your store for 5 cents worth 
of screws you forgot to send. How 
would you feel under similar 
circumstances ? 

On the Double Acting Door we 


will use a surface floor spring 


hinge, such as is manufactured by 
several spring hinge manufactur- 
ers. It has the hold back feature 
incorporated in the hinge. 


Extra Business 


Perhaps you can get some extra 
business by selling a checking 
floor hinge, particularly if the 
owner is selecting the hardware. 
Explain how the speed of the door 
is controlled by the check. One 
accident to a tray of dishes, due 
to the speed of a regular spring 
hinge, might be far more costly 
than the difference in price. Then 
the quietness with which the door 
closes is well worth the difference. 
Try these various profit raiser 
hints. You will not always sell 
the better goods, but you will at 
times, and after the house is com- 
pleted, the owner will appreciate 
your suggestions even if he doesn’t 
buy at the time. 

For the garage doors of this 
type of house, I would suggest one 
of the complete sets with hinges, 
bolts and latches manufactured 
by several companies. Here, too, 
one can build up the sale. Ex- 
plain to the customer the hard 
usage these doors receive and try 
and sell them the larger size 
hinges, bolts and latches which 
are available. Sell them, in addi- 
tion, over-head garage door hold- 
ers to hold the dors open. 

Master this chapter on butts 
and hinges of the ordinary house.. 
It is an important chapter in 
your Builders’ Hardware educa- 
tion. In the next chapter we will 
consider Locks for the doors. 


These articles appear in EVERY issue.of Hard- 
ware Age. Begin now to read and study every 
one.— They began April 22nd. Make your 


future a satisfactory one through training. 


You will need 
this blue print 
as you read 
this and the 
following 
chapters of the 
builders’ hard- 
ware series. 





After—These views show the Holland Coal & Hardware Co’s store after its rearrangement 


This Ohio Store Went Modern 


OVING its hardware de- 
M. partment last August in- 

to a new and _ larger 
building has greatly increased 
sales for the Holland Coal & 
Hardware Co., Holland, Ohio. 
The new and better display tables 
helped triple sales of aluminum- 
ware and electrical specialties in 
the first seven months of the new 
building’s use. Higher unit of 
sale items including washing ma- 
chines, bicycles, radios, gasoline 
stoves, bottled gas stoves and oil 
stoves have been selling more rap- 
idly in the new quarters. 

Albert Lormer thought people 
in Holland might not favor the 
new and modern store. He says, 
“At first I thought I might be 
going a bit too ‘high hat’ for the 
community, but now I am sure 
that people are glad to have a 
store of this calibre in the neigh- 
borhood. They think it is an asset 
to the community.” Besides being 
an asset to the community the 
new building has been a real 
sales builder for the company. 


The old store, which stands 


30 


right next to the new building, 
measured 14 by 40 feet and had 
no show windows, the front of 
the building having a doorway 
and two small windows such as 
are used for residential buildings. 
While open top tables, of older 
style, were used in the old store, 
space was so limited that bulky 
items were frequently, stored on 
top of flat top displays of elec- 
trical supplies and housewares. In 
the old store it was impossible to 
keep related merchandise together, 
in most instances, for every avail- 
able inch—right up to the ceiling 
—had to be used to store or dis- 
play merchandise. It was also 
difficult to keep the narrow aisles 
free of merchandise. 


Display Windows 
Holland Coal & Hardware’s new 


building has two good sized dis- 
play windows and measures 30 by 
70 feet, the display room occupy- 
ing space 30 by 50 feet, the bal- 
ance of the building being used 
for storage and other purposes. 


Better lighting is used and all 
merchandise is within easy reach 
of a person of average height. 
Step-up tables are used for many 
lines and the wall shelving units 
and display compartments, all of 


This and the opposite view shows the 
old Holland Hardware store. 
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Compare these views with those of the old store at the foot of these pages. 


—Now It's Going To Town’ 


which are open, have concealed 
lighting. : 

Tools, sporting goods, radio 
sets, and other lines which can 
be effectively displayed in open 
front deep wall units are shown 
in front of cotton crash back- 
grounds with removable felt let- 
tering. Each display section has 
large clear lettering at the top of 


it indicating the class of mer- 
chandise displayed in it. As far 
as practical men’s lines—tools, 
paints, radio sets, hardware, etc., 
are confined to one side of the 
store, the other half of the room 
being devoted to housewares, ap- 
pliances, etc. Prices are clearly 
marked on all merchandise and 
most prices are in “odd cent” 


Before—The Holland Store before remodelling 
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figures, suggesting the “bargain” 
idea. 

During the first seven months 
of the new store’s occupancy the 
store sold more than 25 bicycles, 
ranging from $24.95 to $37.50. 
Twenty radio sets priced from 
$20 to $79.50 were sold in the 
same period. The store installs 
radio sets, but does not repair. 

Washing, machines and _ stoves 
and ranges, of the various types 
handled are sold on time payment 
plans, washing machine sales be- 
ing financed through the jobber’s 
finance plans. 

Mr. Lormer’s new store has 
clicked with the people of Hol- 
land and those living within five 
miles of it, as is shown by the 
increased sales which have been 
enjoyed. The record of the new 
store is particularly outstanding 
when it is considered that Hol- 
land’s population is between five 
and six hundred. In addition the 
town is within half an hour’s 
drive of Toledo with its big shop- 
ping areas and larger stores of 


all kinds. 





Courtesy 
Vincent Edwards 
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~- Housewares for the 


June Bride 


ONSISTENT advertising, at- 

tractive interior and win- 

dow displays and an ade- 
quate stock of merchandise play 
an important part in the success 
of the attractive and comfortably 
arranged Housewares Department 
on the mezzanine floor of the 
Morehouse & Wells Co., Citizens 
Bank Bldg., Decatur, Ill. As 


Morehouse & 
Wells, Decatur, 
Ill, use mezza- 
nine to display 
fine merchan- 
dise! 


housewares sales are an important 
part of the company’s annual 
sales volume, the firm keeps in 
operation a constant campaign 
for increased turnover in the de- 
partment and is ever focusing at- 
tention on that end of the busi- 
ness. 

Typical of Morehouse & Wells 
advertising for its housewares 
lines was an ad three columns 
wide and 12 inches high pub- 
lished in local papers in June 
featuring gifts for brides. “Bride 
Go-eth Before Fall!” was the 
heading for this advertisement 
with further comments which read 
in part, “For June Is the Month 
for Brides! Visit our complete 
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Houseware Department, Mezza- 
nine Floor, for gift suggestions.” 
A sketch of a bride and her bou- 
quet added to the appearance of 
the advertisement. Readers were 
advised to see a complete assort- 
ment of cooking utensils, dinner- 
ware, glassware and_ tableware. 
Below were illustrated various 
lines of particular interest to 
brides and of general interest to 
housewives. As in other adver- 
tisements used by the company a 
minimum of copy was used. 


A Big Turnover 


Robert Humphrey, manager of 
the store, says of the houseware 
department: “Many of the items 
we carry have a big turnover. For 
instance, our aluminum goods 
have a turnover of eight or more 
times a year. We do a big busi- 
ness with farmers in enamel ware. 
Our trade prefers domestic din- 
nerware in medium and low price 
ranges and experience has taught 
us to feature open stock patterns. 
As a result of this policy, we are 
doing good business in the china 
department the year ‘round. We 
sell quite a number of 32-piece 
sets of china and rarely have 
calls for larger sets. When it 
comes to single pieces of china. 


odd dishes and the like the cus- 
tomer wants to pay from 25 cents 
to 50 cents, although many are 
willing to go to a dollar. 

“A houseware, china and glass- 
ware department can be a _ busi- 
ness builder second to none if it 
is handled right. The first point 
is to get people in to inspect it. 
Here is where advertising can be 
made to perform a vital function. 
Consequently, we employ adver- 
tising to the utmost. 

“Once we get people into the 
department, we treat them courte- 
ously and encourage them to ask 
questions about this or that prod- 
uct. In this way we can often 
drop hints that lead to other sales 
for goods that customers had no 
thought of buying when first com- 
ing in. We want people to come 
in and see what we have to offer, 
and whether they buy or not, we 
are glad to see them. Throughout 
the department we have comfor- 
table chairs to make it more con- 
venient for them to shop in our 
store, and not get too tired while 
doing so. 

“We select our sales force very 
carefully. Pleasing personality, 
sales experience and the ability 
to talk in a convincing manner 


are essential qualifications. At no 
time do we wish our people to 
use high pressure selling tactics.” 
Window trims tie in with the 
displays in the department and 
are supplemented by letters and 
other direct mail material sent 
to selected lists of names. Price 
tickets and window cards are 
neatly lettered and are made of 
high-grade cardboard. 


Department Easily Reached 

Easily reached, the houseware 
department, which is located on 
the mezzanine floor of the store, 
is well lighted and provides ample 
Display tables are 
of uniform height and the color 
scheme of the department is a 
light green. While a large assort- 
ment of merchandise is shown 
goods are carefully displayed so 
that there is no crowding. Prices 
are plainly marked on all goods 
shown. On every hand customers 
find enlightening manufacturers’ 
literature telling about the fea- 
tures of this or that item of sale. 

Displays on each table are 
carefully executed, surplus stock 
being stored in the compartments 
under each table. Display cabi- 
nets in the rear of the department 


aisle space. 


(Continued on page 74) 


The illustrations accompanying this article are from Morehouse & Wells, Decatur, Ill., and show their housefurnishings 
display which provides many wedding gifts as well as utility items. 
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Morley Bros., Saginaw. Mich. 


Timely Window Suggestions 


Here are four suggestions that will help you attract the public to your store for spring pur- 
chases. Two that have been used and two that should be arranged. 
/ 





Freuhauf Hardware, Lakewood, Ohio. 
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STILTS ARE USED AS AGRIGULTURAL IMPLEMENTS 

BY ENGLISH HOP GROWERS. WORKERS WALK 

ON /6-FOOT- STILTS WHEA REPAIRING THE STRINGS 

ANO WIRES LIPOK WAICH THE TALL VWAJES GROW —AND 
WHEN HARVESTIAIG THE RIPE CROP 
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TICKLING A 
HAND OLUN WHICH GIRL UNDER THE 
REALIN RESEMBLED MODERN CHIN, WITH A 

WEAPONS, WAS ONCE FIRED FEATHER DLISTER 
FROM THE CHEST 1S AGAINST 
WITH THE BLITT RIGHT IN THE LAW 
LINE WITH THE IN. PORTLAND, 
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The First Year of 


The Robinson-Patman Act 


EARLY one year has elapsed 

since the Patman Act was 
approved by the President. 

The Federal Trade Commission 
has begun 17 different proceedings, 
which comprise a large number of 
business concerns as respondents or 
defendants—based on charges of 
violating various provisions of this 
act. The experience which the busi- 
ness of America has thus had for 
one year, taken in connection with 
the Commission’s proceedings men- 
tioned, furnishes a useful basis for 
consideration of the practical opera- 
tion of the Patman Act with special 
reference to the validity and en- 
forceability of many of its provi- 
sions. 

This law was based upon a wide- 
spread public opinion which called 
for additional protection to the vast 
number of small business concerns 
of this country as against the much 
smaller number of large organiza- 
tions such as chain stores, depart- 
ment stores and mail order houses. 
This public opinion was based upon 
the contention that chain stores and 
other like large organizations, re- 
ceived discriminatory benefits not 
accorded to smaller merchants and 
resulting in a constant and large 
increase in the number and national 
scope of these larger organizations, 
with consequent decrease in the 
numbers and in the financial strength 
and solvency of the much larger 
number of smaller merchants. 

In support of this view and as a 
basis for the Patman Act, Congress 
had before it figures furnished in 
government reports showing that in 
1925, a typical year of business ac- 
tivity and prosperity, 40 per cent 
of the net profits of all of the 430,- 
000 corporations of this country, 
were earned by only 196 corpora- 
tions; and that 65 per cent of the 
$7,651,000,000 of total profits, were 





*Summary of address before annual 
meeting of the American Supply and 
Machinery Manufacturers’ Association 
at Memphis, Tenn., on May 12, 1937. 
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By FELIX H. LEVY, ESQ.* 


Member of the New York Bar 
and Former Special Assistant to 
the U. S. Attorney General 


earned by scarcely more than 4 of 
1 per cent of all of the corporations 
of the United States. 





FELIX H. LEVY 


In addition, reports of the Fed- 
eral Trade Commission based upon 
its investigation of chain stores, 
showed that there were three na- 
tional grocery chains operating 
nearly 25,000 retail stores with an 
annual business of $1,600,000,000: 
and that sales by chain stores rep- 
resented approximately 20 per cent 
of the aggregate sales of all of the 
retail stores in the United States. 

The Commission said: 


“Should the trend of the past 20 
years, and particularly of the last dec- 
ade, continue for a like period, we shall 
have a condition of chain store mer- 
chandising that few will dispute is 
monopolistic.” 


The Commission also reported 
that the ability of the chains to buy 
more cheaply than the independents 
was a substantial, if not the chief 
factor in the lower selling prices 
which account so largely for the 
growth of chains. 

It will thus be seen that a serious 
situation existed whereby smaller 


business concerns were put at a 
great disadvantage. 

The Commission had often called 
the attention of Congress to the need 
of amending the price-discrimination 
section of the Clayton Law. It em- 
phasized the fact that the Clayton 
Law, while forbidding _ price-dis- 
criminations, permitted them when 
based on differences in grade, qual- 
ity or quantity. The Commission 
then pointed out that this permission 
for differentials based upon quan- 
tity, was open to serious abuse. In 
its report to Congress in 1935, the 
Commission said: 


“If this be interpreted to mean that 
any difference in quantity justifies any 
amount of discrimination, it is plain 
that the section may be readily 
evaded. . . .” 


In other words, that slight in- 
creases in quantity could be made, 
and were made the basis for large 
and disproportionate increases in 
quantity-discounts; and it was 
charged that this was deliberately 
done in order to give an advantage 
to large buyers against small buy- 
ers. ‘ 

A situation, therefore, existed 
which clearly called for congres- 
sional relief. 

If the Patman Act had been limi- 
ted to a correction of this condition, 
by eliminating quantity as the basis 
for price differentials, except where 
a quantity-discount did not exceed 
the actual savings effected, then the 
disturbing conditions which the Pat- 
man Act has created, would not 
have arisen. 

Not content, however, with cor- 
recting this situation as indicated 
by the Commission, the Patman Act 
went much further and undertook 
to prohibit many kinds of business 
activity which had been in immemo- 
rial use and which did not, in fact. 
involve price-discrimination or any 
other business injury. 

A few illustrations will suffice to 


(Continued on page 88) 
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Advertising the Hardware Store 


Typed stencils provide means for producing sales 
messages rapidly and economically 


EEN interest in an article 
appearing in HARDWARE 
Ace (January 28, 1937) 


dealing with the success of the 
Weller Store News, published in 
Ligonier, Pa., prompts us to give 
further details regarding the cost 
of installing and operating the 
equipment necessary to produce 
the paper. 

The Weller paper utilizes an 
A. B. Dick Mimeograph, model 
77B-85, a model Mr. Weller pre- 
fers for his purpose. 77B-85 
costs $190 including automatic 
feed and initial supplies (without 
stand or motor). It produces 
copies from stencils typed on the 
ordinary typewriter with economy 
and rapidity. It prints paper 
from 54% x 81% to 8% x 16 
inches and light card stock from 
post card size to 8% x 11. 

The process of making stencils 
and producing multiple copies is 
very simple where ordinary office 
facilities are available. The ar- 
rangement or layout of the pro- 
posed circular or advertisement is 
made on paper just as it is re- 
quired when finished. The letter 
or message is typed on the type- 
writer, as any ordinary letter is 
written. Illustrations may be 
drawn or traced with a stylus, 
or steel pencil, on the stencil. 
The stencil when completed is 
then fastened over the cylinder 
of the machine, it having been 
provided with a series of “but- 
tonholes” which are slipped over 
corresponding pins on the cylin- 
der. A lever is pressed to lock 
the stencil on the cylinder and 
the crank is turned once to dis- 
tribute the ink. From this point 
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1—Lay out material on pazer—just as 


you wish it reproduced. 2—Typewrite 
stencil (as you would a letter). 3—Write 
or draw with stylus on stencil (as with 
pencil on paper). 4—Fasten stencil over 
cylinder of Mimeograph. 5—Press lever 
lock and turn crank once to distribute 
ink (in closed cylinder). 6—Turn on cur- 
rent, or if hand-operated turn crank and 
produce as many exact copies as you de- 
sire (into thousands) as the rate of sev- 
eral thousand an hour. 


on several thousand copies of the 
message an hour may be pro- 
duced. 

If care and a bit of talent are 
exercised some striking circulars 
may be produced economically by 
this method. In order to make 
the production of high grade sten- 
cils easier, a lighted glass device, 
called a Mimeoscope, has been 
manufactured by the company. 
(See illustration 3.) Any clipping 
from a newspaper or magazine 
may be placed under the stencil 
on the illuminated frame and a 
tracing can be accurately made, 
enhancing the appeal of the mes- 
sage. The Mimeoscope costs about 
$22.50. A selection of lettering 
guides for use with this Mimeo- 
scope may be obtained at addi- 
tional cost, which add greatly to 
the effectiveness of the finished 
product. 

In order to save time, Mr. Wel- 


A Mimeograph Machine 
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ler has the permanent heading 


-of the News “Formographed,” by 


the manufacturer. This is a proc- 
ess which provides office forms, 
headings or any permanent mat- 
ter in the form of stencils. It is 
neatly done and is inexpensive. 
Designs and line drawings may 
be Formographed to advantage. 
Extra styli and accessories cost 
about $10 total. 

The Weller paper is produced 
by mimeograph on Hammermill 
Bond which is bought in bundles 
of 500 sheets, costing, for that 
weight, about $1.00 per thousand 
sheets. The News is enclosed in 
a plain manila envelope, costing 
about $1.45 per thousand, and 
mailing is done by pre-canceled 
stamp permit, which Mr. Weller 
recommends. Some _postmasters, 
he avers, will probably prefer 
the mailer to use 114¢ stamps, but 
the pre-canceled stamps provide 
one-cent mailing. Another meth- 
od of mailing is the straight per- 
mit, in which the mailer deposits 
$10 with the postmaster. 

Usually the Weller Store News 
carries six pages; one thousand 
six-page papers costing Weller 
$19.75, including mailing, or 
144¢ a paper. This firm believes 
there is no more economical way 
to reach people with an exclusive 
advertising message. 
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A few pages from Weller’s Store News 
published by E. B. Weller, Ligonier, Pa. 
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FIRST 
Write, draw or 
type your mes- 


sage — 


leaving 3" 





SECOND 


Cut a “window” 

where illustra- 
tion is desired, 
mar- You can then 
gin for mount- 


THIRD 


Mount Inset with 
Mimeograph cement. 











print your mes- 
sage and illus- 
tration with one 












PAGE INSETS 
make possible 
the building 
of excellent 
idea files of 
these ready- 
to-print pic- 
tures. 





ways on duty. This added service is 
in line with the expansion program 






impression. (See 
print below.) 









STEPS & MONEY 






You are as close to 

us as your telephone. 
The same care and dis- 
patch is accorded your 
phone orders as is giv- 
en when you visit our 
stores. Special clerks, 
skilled in taking care 
of your wants are al- 





Steps in preparing an illustrated message. 


Caution is sounded on the mat- 
ter of writing a store paper. A 
dealer putting out a paper of 
this kind should be natural, and 
never, under any circumstances, 
publish any controversial matter. 








okey, Scena "| 


He should not get the idea that 
he is an editor and try to impress 
people with his writing ability, 
but just write plain, everyday 
messages, keeping the matter good 
humored. 

The manufacturer of this ma- 
chine can provide pictures, drawn 
by nationally known artists which 
may be inserted in the stencil by 
cutting a “window” in the main 
stencil and insetting the picture 
stencil." This provides an_ illus- 
tration of quality along with your 
own direct message. 

There are other accessories sim- 
ilar to Ben Day sereens enabling 
the dealer to shade illustrations 
and lettering with gray tones 
which enhance the work. 

While this method of advertis- 
ing is particularly useful to the 
dealer whose budget does not per- 
mit newspaper advertising or reg- 
ular printed matter, it is also 
helpful as auxiliary advertising 
for those with regular newspaper 
space al their disposal. It is said 
that due to savings, a small re- 
tailer can absorb the investment 
on a low cost equipment within 
a year. 


















































President Kills Miller-Tydings Bill 
Presumably as Curb on Inflation 


Chief Executive says: “The present hazard of undue 
advances in prices, with a resultant rise in the cost of 
living, makes it most untimely to legalize any com- 
petitive or marketing practice calculated to facilitate 
increases in the cost of numerous and important 
articles which American householders and con- 
sumers generally buy.” 


By L. W. MOFFETT 


Washington Representative 
of Harpware AGE 


BJECTIONS made by Presi- 

dent Roosevelt have brought 

to an abrupt end prospects 
for passage of the Miller-Tydings 
resale price maintenance bill. Just 
as the measure was about to be 
taken up on the floor of the House 
on Tuesday, April 27, it was an- 
nounced that the President had in- 
tervened asking that the whole sub- 
ject of resale price maintenance be 
fully explored before action is taken 
on the legislation. The President’s 
intervention came in the form of a 
letter of April 24 addressed to Vice- 
President Garner and was based on 
a recommendation made to the 
President by the Federal Trade 
Commission. It is now believed that 
there is no chance for enactment of 
the bill. 

In his letter to the President, 
Chairman W. A. Ayres of the Fed- 
eral Trade Commission said that 
many of the state laws legalizing 
contracts and agreements fixing 
minimum resale prices for goods 
sold in interstate commerce and re- 
sold within the jurisdiction of any 
state which such contracts or agree- 
ments as to intrastate commerce “are 
directly and irreconcilably in con- 
flict with the present Federal law on 
resale price maintenance.” 

The President told Vice-President 
Garner that “The present hazard of 
undue advances in prices, with a 
resultant rise in the cost of living. 
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makes it most untimely to legalize 
any competitive or marketing prac- 
tice calculated to facilitate increases 
in the cost of numerous and impor- 
tant articles which American house- 
holders, and consumers generally, 
buy.” He called attention to Chair- 
man Ayres’ letter saying that the 
FTC has made no study of the effect 
of resale price maintenance on con- 
sumers since 1929, but that the com- 
mission does mention a “reputable 
body of informed opinion to the 
effect that such control of resale 
prices would be harmful to the con- 
suming public.” 

The President quoted the commis- 
sion’s statement that “There is great 
probability that manufacturers and 

/ 





EDITOR’S NOTE—The President’s ac- 
tion in killing the Miller-Tydings Bill, or, 
at least, in preventing passage at the 
present session, which had been universally 
regarded as certain, comes as a distinct 
shock and disappointment to retail hard- 
ware merchants and to other independent 
dealers who have been steadfast opponents 
of predatory price-cutting. The Chief 
Executive’s expressed reasons for his ac- 
tion are, briefly, that he opposes any 
further development or legislation which 
might tend toward higher prices which 
American consumers and house owners 
must pay. This same viewpoint has often 
been expressed by chain store, mail order 
and department store interests in their 
opposition to such laws. 

There is also a noticeable inconsistency 
involved, in that the Guffey Coal Bill has 
been signed and the Ellenbogen Textile 
Bill approved, by Mr. Roosevelt. These 
two laws set up “little NRA’s” with wage 
increases and shortened hours that must 
quickly be reflected in higher prices. Yet 
it is the President’s expectation of higher 
prices which he offers as his main reason 
for opposing, at this time, the Miller-Tyd- 
ings Bill. The President’s action in this 
case is in full conflict with the 36 States 
which have adopted Fair Trade Acts, of 
which the Miller-Tydings Bill is merely a 
Federal supplement. 





dealers may abuse the power to 
arbitrarily fix resale prices by un- 
duly increasing prices, resulting in 
bitter resentment on the part of the 
consuming public, especially in this 
period of rising prices.” 

Reflecting the administration fear 
of price inflation, the President said 
that “Since we seem to be in a 
period of rising retail prices, this 
bill should not, in my judgment, re- 
ceive the consideration of Congress 
until the whole matter can be more 
fully explored. Conceivably, the 
Congress might approve having the 
commission bring down to date the 
study which it made eight years ago 
by examining the economic effects 
of resale price maintenance under 
novel and rapidly changing condi- 
tions now attending business in this 
country.” 

Chairman Ayres declared that 
public policy since the passage of 
the Sherman anti-trust act in 1890 
has been opposed to resale price 
maintenance. Since state laws legal- 
izing retail price maintenance differ 
in the various states, he said, and 
since, under the proposed federal 
legislation, federal exemption from 
the anti-trust laws would be condi- 
tioned upon the legality of similar 
contracts in intrastate commerce, 
the Miller-Tydings bill would modify 
the anti-trust laws in different de- 
grees in different states. Thus, he 
said, not only would it leave the 
federal anti-trust laws in full force 
and effect. as to those states which 
do not legalize resale price main- 

(Continued on page 75) 
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Another Angle on the 


Supreme Court Controversy 


N February 17, 1937, in 
() the Senate of the United 

States, the Honorable Ken- 
neth McKellar of Tennessee spoke 
at some length (thirty pages of 
small type) on the subject “Re- 
organization of Federal Judi- 
ciary.” On March 8, 1937, Les- 
lie Stratton, president of the 
Stratton-Warren Hardware Com- 
pany, Memphis, Tennessee, and 
past-president of both the South- 
ern Hardware Jobbers and the 
National Wholesale Hardware As- 
sociations, wrote to Senator Mc- 
Kellar in an open letter that has 
been published and _ circulated, 
taking exception to the conclu- 
sions of his address. 

I feel under special obligation 
to Senator McKellar for having 
made this address because it is 
full of historical facts in regard 
to the Supreme Court, facts that 
must have taken a great deal of 
research to tabulate, and facts 
especially valuable at this time 
when we are all interested in the 
battle that is raging not only in 
Washington but all over the coun- 
try on the problem of the Presi- 
dent’s proposed changes in the 
Supreme Court. I also feel espe- 
cially grateful to Mr. Stratton for 
his most interesting letter. In 
tone it is moderate, and from a 
citizen’s and business man’s point 
of view it is clear-headed. The let- 
ter is some six typewritten pages 
in length, and therefore cannot be 
reproduced here. However, I 
strongly recommend that anyone 
who is interested in this discus- 
sion between Senator McKellar 
and Mr. Stratton, write to the 
U. S. Government Printing office 
at Washington for a copy of Sen- 
ator McKellar’s speech, and also 
write to Mr. Stratton for a copy 
of his letter. Both the Senator’s 
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speech and Mr. Stratton’s letter 
cover many points of history and 
law. 

Senator McKellar’s speech is 
very adroitly prepared. It is a 
speech that I may say frankly 
will appeal particularly to the 
emotional type of mind that is 
influenced by positive and flat 
statements, without any scientific 
analyzing of these facts. It would 
appear that the Senator went to 
the librarian of Congress and 
said: “I wish a carefully pre- 
pared report of everything that 
you can find from the time of 
George Washington to the present 
day, that could be used in criti- 
cism of all the Supreme Courts 
up to and including the present 
one.” This commission was very 
well carried out by the librarian, 
and Senator McKellar thanks him 
as a distinguished and learned 
man for the report he gave him. 
The Senator’s thanks are very 
well merited because the facts as 
prepared are exceedingly interest- 
ing. But the curious thing about 
the report is that the other side 
of the story is not presented at all. 
If a case could be presented where 
the Supreme Court in the years 
past may have erred in its deci- 
sion, everything possible was 
aired about this. But, on the 
other hand, if the Supreme Court 
made any decisions that were of 
any benefit to the country, all 
these decisions, in the Senator’s 
speech, were entirely omitted. 
Nevertheless, as I have stated 
above, just because of the facts 
given, this speech is well worth 
reading. But I would warn the 
reader, as he is carried along by 
the Senator’s eloquence, to ask 
himself from time to time: “Well, 





say, didnt the Supreme Court 
ever do anything that showed 
good judgment and good sense?” 

Personally, I am a great reader 
of the daily press. I have intense 
admiration for our great daily 
papers. It seems wonderful to 
me that the stories they tell un- 
der high pressure at top speed 
from day to day are as accurate 
as they are. However, the trouble 
with the editorials and the re- 
porters’ articles is in the fact that 
they are necessarily fragmentary. 
They touch upon one phase or 
the other, without giving its con- 
nection with the whole picture. 
Therefore, the average newspaper 
reader on almost all subjects de- 
rives just a smattering of infor- 
mation. Unless he reads histori- 
cal books, he is likely to have 
very disconnected, disjointed im- 
pressions of great national prob- 
lems. Take, for instance, this 
court fight. Just what is it all 
about? The average citizen, I 
believe, not having deeply studied 
the issues involved, just has in his 
mind a sort of moving picture of 
scattered and disconnected im- 
pressions. 

I have been trying to figure 
out just what the average man 
thinks about Mr. Roosevelt and 
his court proposals. I have asked 
a number of people questions, 
young and old people and people 
in various walks of life, and I 
think it may be interesting if I 
just outline some of these im- 
pressions. 

Please remember, as public re- 
lations counsels tell us, it does 
not make much difference whether 
a thing is true or not. If people 
believe it is true, then to them 
it really is true, and if enough 
people believe something that is 
not true, their ideas, although 
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they may be erroneous, have a 
great weight in the form of pub- 
lic opinion, on passing events. 

A great deal of the trouble, it 
seems to me, in studying mass 
thinking, is the fact that so few 
people distinguish between their 
real intellectual processes and 
their emotional processes. Unfor- 
tunately, many people think they 
are thinking, when as a matter 
of fact they are only feeling. They 
don’t understand, for instance, 
that good judgment, straight, clear 
thinking from cause to effect is 
one thing, while good intentions 
and good emotions are an entirely 
different thing. A person with the 
best intentions in the world may 
do things indicating the worst pos- 
sible judgment. Many people’s 
lives have been ruined, not by 
their being cold or hard, or doing 
things logically, but because they 
illogically and with bad judgment 
attempted to do things that were 
good. All of this, of course, 
may be summed up in the phrase 
“Hell is paved with good inten- 
tions.” 


Bias? 


Some of the emotional people 
I have talked to just dismiss the 
whole court subject with the 
statement that they think Presi- 
dent Roosevelt is all right, and 
if he wants to pack the court, it 
is all right with them. In other 
words, with such an emotional 
person as that there is no argu- 
ment. He just thinks the Presi- 
dent is infallible, can do no 
wrong, therefore why discuss the 
matter. Or because some of his 
family in some shape or form 
receive benefits from the present 
government, that is sufficient argu- 
ment that the President should 
have what he wants. 

But let me write about those 
who are opposed to the President. 
Their idea in plain English is 
that the Supreme Court turned 
down the President so many times 
that he got sore, talked in a press 
interview about the horse and 
buggy days, and the fact is that he 
is mad through and through at 
the “nine old men” who are block- 
ing his plans, and wishes to get 
even with them. Others state that 
the President wants entirely too 
much power, that he is already 
drunk with power, but still wishes 
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more. They state that this gov- 
ernment under the Constitution is 
divided into three parts, the exec- 
utive, the legislative and the 
judicial. They say the President, 
of course, has all of the executive 
power, and as the majority in 
the Senate and Congress are a lot 
of rubber stamps, the President 
by reason of patronage has domi- 
nant power in the legislature. 
Therefore, the only department 
not now under his thumb is the 
judiciary, and by placing six 
more justices in the Supreme 
Court, he can very easily control 
this too. 
Retirement 


The average man, however, can- 
not understand why the members 
of the Supreme Court hold on to 
their jobs long after they are 
seventy. Six of them are now 
past 70. They all have the right 
to resign and draw full pay for 
the rest of their lives. Why do 
they hang on? In the facts pre- 
sented by Senator McKellar there 
was one justice of the Supreme 
Court who years ago said that 
he did not propose to resign un- 
til his party came into power 
again. It would therefore appear 
to be a good idea to have a 
fixed date of retirement, when 
the justices have to retire whether 
they want to or not. Then, of 
course, the President in appoint- 
ing new justices would have to 
study their ages and see that most 
of the court did not reach the 
retiring age at the same time. That 
would be unfortunate. 

I am inclined to think, as I 
reread Senator McKellar’s speech, 
that he overplays his hand in his 
criticism of the past history of 
the Supreme Court. Boiling down 
his remarks, he claims that in 
past decisions the Supreme Court 
almost ruined our farmers. He 
tells us how much the farmers 
have done in the development of 
this country. He paints a picture 
that only can be understood to 
mean that the farmers deserve 
special consideration from _ the 
country, but the Supreme Court 
shut off this consideration. Any 
man of average intelligence would 
wonder just why the Supreme 
Court treated the farmers so bad- 
ly. There must have been some 
reason for it, but the good Sena- 


tor does not go into the reasons. 
He just makes the flat statement. 
You can take it or leave it. 

Then he claims that certain 
legislation for the benefit of the 
women workers of this country 
was killed by the Supreme Court. 
To read the flat statements he 
makes one would conclude that 
the nine old men were a very 
naughty lot. But again he simply 
makes flat statements and does not 
give the reasons why the Supreme 
Court did not protect the morals 
of the women workers of the 
country. 

Then the Senator comes to la- 
bor. From what he has to say, 
the Supreme Court turned down 
a lot of legislation in the years 
past in favor of labor. You gather 
the impression that the Supreme 
Court gave the laboring man all 
down the line a very raw deal. 
But again the Senator simply 
makes statements without any ex- 
planations as to the grounds upon 
which the Supreme Court killed 
labor legislation. 


Southern Eloquence 


But last of all (and here the 
Senator from Tennessee burst into 
a real flight of Southern elo- 
quence) is when he castigates the 
Supreme Court for killing legisla- 
tion to protect the juvenile work- 
ers of the country. When you 
read this part of his address you 
are almost moved to tears. But 
again the eloquent Senator sim- 
ply makes statements and does 
not give a single reason why the 
Supreme Court killed this legis- 
lation. 

I presume that in all this legis- 
lation killed by the Supreme 
Court the reason was that in the 
opinion of the court the legisla- 
tion proposed was unconstitu- 
tional. However, I don’t know. 
The Senator did not enlighten us. 

Then the Senator pays his re- 
spects to 6/3 and 5/4 decisions. 
He calls the attention of the Sen- 
ate to the fact that many impor- 
tant decisions are the result of 
one justice voting a certain way. 
But naturally with an odd num- 
ber any one justice voting either 
for or against under a majority 


rule could approve or kill any 


legislation being voted upon. 
(Continued on page 86) 
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Price Protection and Competition 


Main Topics at Alabama Meeting 


ORE than 200 persons were 
M. registered for the full 

three-day convention and 
exhibition of the Retail Hardware 
Association of Alabama, Inc., held 
at the Tutwiler Hotel, Birmingham, 
May 4-5. 

Price protection and competition 
were two of the themes running 
through the convention and along 
these lines a resolution was adopted 
asking for congressional support of 
the Miller-Tydings Bill which would 
permit price maintenance contracts 
in states having fair trade acts. An- 
other resolution called for an inter- 
state sales tax applicable on mail 
order merchandise shipped into 
states where retailers have to pay a 
sales tax. 

A further resolution was passed 
filing protest against the practice 
of big industries and other concerns 
buying merchandise at wholesale 
for their employees. This pratice 
was said to be especially bad with 
the steel and iron plants of Birming- 
ham. 

In the election of officers B. H. 
Matthews of the Matthews Hardware 
Co., Camden, was stepped up from 
the vice-presidency to president to 
succeed U. G. White of the U. G. 
White Hardware Co., of Athens. 
Vice-presidents elected were M. J. 
Brooks, Bessemer, O. S. Perry, 
Greensboro, and Fred George, At- 
more. J. H. Crowe of Birmingham 
was reelected secretary-treasurer. 

New directors of the association 
are: Noah Walker, Tuscumbia; 
Haynie White, Ardmore; O. E. 
Owen, Ft. Payne: W. L. McArver, 
Birmingham; L. D. Houseal, Gordo; 
D. A. McKay, Anniston; George 
King, Alexander City; F. T. Tuley, 
Prattville; John G. White, Union- 
town: J. I. Morrill, Mobile; J. Ray- 
mond Shreve, Andalusia, and A. E. 
Barlar,. Eufaula. 

Among the principal speakers was 
Hugh C. Ross, of Jackson, Tenn.., 
president of the N.R.H.A., who de- 
clared that a “good” wholesaler and 
a “good” retailer could get goods 
over to the consumer on a competi- 
tive basis with the chain stores. He 
said he operated on a close expense 
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U. G. WHITE 
Retiring President 


budget, so far as his own business 
was concerned, and that for the past 
two years he had not deviated $2 
therefrom. 

President Ross reported that since 
the recent discontinuance of the 
former Southeastern Retail Hard- 
ware Association, state associations 
are being organized in Florida, Ten- 
nessee and Georgia. 

A warning as to the spread of 
consumer cooperatives was sounded 
by George M. Gray, past president 
N.R.H.A., and now manager of 
United Hardware & Implement Mu- 
tual Insurance Co. He said there 
are 6,000 consumer cooperative 
agencies in the United States and 
that their 1936 volume of business 
showed an 18 per cent increase over 
the previous year. 

Dealers were welcomed to the city 
by LeRoy Holt, sales promotion 
manager, Tennessee Coal, Iron & 
Railroad Co., which company later 
took the convention visitors on an 
inspection trip of its steel and iron 
plants and served as host at a bar- 
bécued dinner. The response for 
the dealers was by O. S. Perry, City 
Hardware Co., Greensboro. 

Secretary J. H. Crowe reported 
that the association has 139 paid 
members and that its finances are 
in a very satisfactory condition. 
President U. G. White conducted a 
forum on advertising, and during it 
estimates on the amount of money 
that should be spent by a dealer for 
advertising ranged from 14% per 


J. H. CROWE 
Sec.-Treas. 





B. H. MATTHEWS 
New President 


cent to 44% per cent. President Ross 
of the national said he spent 1% 
per cent. President White of the 
Alabama organization reported a 3 
per cent expenditure. H. J. Douce, 
Birmingham, advertising agent, rec- 
ommended 44% per cent, adding that 
he knew of a chain store which 
spent 5 per cent. 

In an address on “Romance in 
Business,” John Temple Graves, II, 
Birmingham editor, spoke of the 
southward trek of industry. 

A fair trade act for Alabama to 
eliminate destructive price cutting 
was advocated by T. W. McAllister, 
of Atlanta, Ga., editor of Southern 
Hardware. The value of a paint 
department in a hardware store was 
brought to the dealers in a dramatic 
way by E. J. Allee, director of ad- 
vertising, Pittsburgh Plate Glass Co., 
who used visual aids in his lecture. 

A “salesman’s and dealer’s night” 
was held on the second evening of 
the convention with Joe Sewell, 
former Yankee baseball player, but 
now a Tuscaloosa hardware dealer 
presiding. A “Lesson in Selling.” 
by Ralph W. Carney, sales manager, 
Coleman Lamp & Stove Co., Wi- 
chita, Kan., was conceded to be one 
of the finest presentations of the 
convention. 

The morning of the third day was 
given over largely to a discussion 
of legislative measures affecting the 
retail trade. The new social security 
laws were interpreted by Harvey En- 


(Continued on page 74) 
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PITTSBURGH DEALERS 
PLAN THIRD JUBILEE 


The Pittsburgh Retail Hard- 
ware Association will hold 
Third Annual Hardware Jubilee 
at the Wildwood Country Club 
Wednesday, June 16, 1937. 


on 


This outing is a get-together of | 


Western Pennsylvania hardware 
merchants and salesmen, with 
many traveling considerable dis- 
tances to attend. 

The tentative program includes 
golf in the afternoon for the men 
and tennis and bridge for the 
ladies. Pool swimming facilities 
will be available and other events 
will be a bathing beauty contest 
and mush ball, horse shoe pitch- 
ing and many other outdoor 
games. Dinner will be served at 
7 p.m., and more than 100 prizes, 
will be awarded for the various 
events. Following dinner there 
will be dancing until midnight. 

As accommodations are limited 
only 300 tickets are available, 
and as more than this number 
were present for the Second An- 
nual Jubilee last year, those 
planning on attending the 1937 
Jubilee are urged to obtain their 
tickets without delay. 

Lee S. Kelso, Hazelwood Hard- 
ware Co., 4845 Second Ave., 
Pittsburgh, is president of the 
association and is general chair- 
man of the Jubilee committee, 
while Walter FE. Whitehead, 
Whitehead-Wilson Co., 606 Brad- 
dock Ave., Braddock, Pa., is the 


organization’s secretary, and is | 
of Jubilee arrange- | 


in charge 
ments. 


N. Y. HARDWARE SALESMEN 
HONOR ED. GOLDSCHMIDT 


Forty-eight metropolitan New 
York hardware salesmen, repre- 
senting manufacturers, wholesal- 
ers and manufacturers’ represen- 
tatives gave Ed. Goldschmidt, 
buyer, William Goldenblum & 
Co., Inc., Port Authority Com- 
merce Bldg., New York City, 
wholesale hardware distributor, a 
bachelor dinner on April 26 at 
the Hollywood Restaurant. The 
groom-to-be was presented with 
a motion picture camera and pro- 
jector, as a wedding gift from 
the hardwaremen present at the 
dinner. “N.T.G.,” one time radio 
announcer and famed master of 
ceremonies, presented the gifts to 
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its | 


| the Hotel Dixie, W. 
| New York City. Most of the sales 


| to his company. 


Mr. Goldschmidt, with appropri- 
ate comments. 

The party was arranged by 
Arthur Ohlbaum, White Mop 
Ringer Co.; Charles Pincus, 
Stanley Works, and Arthur 
Hendricks, Hendricks & Howell, 
manufacturers’ representatives, 
78 Reade St., New York City. 


BOOSTERS DISCUSS 
SALES COMPENSATION 


An informal discussion of the 
various methods of compensating 
salesmen was the feature of the 

| April 30 meeting of the Hard- 
| ware Boosters which was held at 


42nd St., 


executives and salesmen present 
participated in the discussion. 
Several men held that a salesman 
is paid in proportion to his worth 
Salesmen were 
urged to have definitely thought 
out plans before seeing a cus- 
tomer or prospect and to sell 
firms which have a good credit 
rating rather than doing business 
with firms or individuals who 
cannot pay for merchandise they 
buy. Dissatisfied salesmen should 
seek other lines to sell, others 
stated. 

Roy Schmidt, Stanley Tools, 
New Britain, Conn., presided at 





the meeting and lead the inter- 
esting discussion. Mr. Schmidt 
| announced that the Booster’s fish- 








ing party, date, place and time 
would be announced at the May 
28 meeting to be held at Ivan 
Frank’s Hofbrau Restaurant, 1680 
Broadway, New York City. E. B. 
Gallaher, treasurer, Clover Mfg. 
Co. and editor, Clover Business 
Service, both of Norwalk, Conn., 
will address the May meeting. 


HINDLEY MFG. CO. 
REACHES 40TH YEAR 


This month, the Hindley Mfg. 
Co., Valley Falls, R. L., is cele- 
brating its 40th anniversary in 
the hardware manufacturing busi- 
ness. The company was organized 
in May, 1897, for the manufac- 
ture of a cotter pin. Today the 
concern makes a complete line of 
bright and brass wire goods, wire 
forms, and plumbers specialties. 


PHILA. ASSN. ENTERTAINS 
AT DINNER-DANCE 


On April 21, the Retail Hard- 
ware Association of Philadelphia 
entertained 400 members and 
guests at its annual Ladies Night 
and 17th Anniversary festivities. 
The party was held at Frank 
Palumbo’s in Philadelphia and 
for the guests’ amusement there 
was group singing, dancing, and 
an elaborate floor show. Corsages 
were presented to the ladies and 
valuable prizes awarded. 





SUPPLEE-BIDDLE MARKS 
100TH ANNIVERSARY 


A century of business activity 
was celebrated Friday evening 
May 7 by the Supplee-Biddle 
Hardware Co., Philadelphia, Pa., 
with an - anniversary banquet 
held in honor of its president, 
Wm. Geo. Steltz at the Down- 
town Club, Public Ledger Build- 
ing. More than 300 employees 
attended. Mr. Steltz, who joined 
the company at the age of 12, 
and steadily worked his way into 
the presidency four years ago, 
was credited at the dinner with 
guiding the firm through the de- 
pression days. 

Supplee-Biddle Hardware Co. 
was founded in 1837 and is one 
of the oldest hardware concerns 
in the country. In 1914 it was 
merged with the Biddle Co. To- 
gether they operate at 513 Com- 
merce St., as a manufacturing, 
wholesaling, and importing hard- 
ware materials and equipment 
firm. 


NORTH & JUDD EXPANDS 
CURRYCOMB LINE 


North & Judd Mfg. Co., New 
Britain, Conn., has purchased 
the currycomb business of the 
William E. Pratt Mfg. Co., Joliet, 
Ill. North & Judd will continue 
to manufacture the patterns for- 
merly made by the Pratt Mfg. 
Company. 





REPUBLIC OFFICIALS ARE HOSTS AT OPENING OF NEW REPUBLIC WIRE MILL 


Officials of the Republic Steel Corp., Cleveland, Ohio, welcomed the country’s leading 
agricultural engineers, farm and trade paper editors at the formal opening of the corpora- 
tion’s new wire mill in South Chicago, Iil., recently. 
manager of Republic, was host. 


J. L. Hyland, right, Chicago district 
With him, left to right, are: E. M. Richards, assistant to the 


vice-president in charge of operations; N. J. Clarke, vice-president in charge of sales; T. M. 


| 
| 


tion of steel on the farm. 


Girdler, chairman; C. M. White, vice-president in charge of operations, and R. J. Wysor, 
president. Republic has announced the establishment of a fellowship in agricultural engineer- 
ing at lowa State College, Ames, Iowa, for study directed toward the more intelligent applica- 
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STRATTON & TERSTEGGE CO., LOUISVILLE, 
CELEBRATES 75TH ANNIVERSARY 


This year the Stratton & Ter- | 


| 
stegge Co., wholesale hardware | 


and manufacturing firm of Louis- 
ville, Ky., is marking its seventy- | 
fifth anniversary of continuous | 
service to the hardware trade. In | 
1862, its forerunner was a small | 
tinware shop in what was then a 
city of 68,000. Today that small 
store has grown to an institution 
extending its large facilities to 
20,000 hardware dealers and a 
modern southern metropolis. 

The business that gradually de- 
veloped into the Stratton & Ter- 
stegge Co. was founded by Jacob 
Thome, Jr., in a one-room store 
in the West section of Louisville. 
Early in his career Mr. Thome 
was joined by W. A. Stratton 
and the firm became Thome & 
Stratton. As the demand for 
supplies grew they added a stock 
of tinners’ supplies and tools and 
later roofing materials. Upon 
the death of Mr. Thome in 1883, 
Henry Terstegge entered the firm 
and it became Stratton & Ter- 
stegge Co. From that time on 
the company became solely a 
wholesale and manufacturing 
concern. Mr. Stratton took charge 
of the warehouse while Mr. Ter- 
stegge managed the office. Mr. 
Stratton retired from the _busi- 
ness while still a young man. On 
Mr. Terstegge’s death in 1913, 
F. M. Stutz, who had entered the 
firm in 1882, became president 
but in 1919 resigned that office 
and continued an active member 
of the company until 1930 when 
he retired. In 1919 Wilton H. 
Terstegge, son of Henry Ter- 
stegge, became president in which 
position he continues as active 
head of the company. 

Throughout this period of con- 
tinuous growth and _ expansion 
Stratton & Terstegge underwent 
several moves to larger quarters. 
In 1925 the Robinson Bros. 
Hardware Co. was purchased and 
its location was used as a sample 
room. This space soon became 
inadequate and the sample floor 
was moved to the present loca- 
tion at Fifteenth and Main 
Streets. Today the entire quar- 
ters of the company occupy four 
city blocks. 

In an attractively illustrated 
brochure, entitled “A Memory 
Book,” is the complete history of 





Stratton & Terstegge, showing 
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W. H. TERSTEGGE 


the modern equipment and facili- 
ties used by the company in its 
manufacturing and wholesaling 
operations. 


GLOLITE CORP. MOVES 
PLANT AND OFFICES 


The factory of The Glolite 
€orp., Chicago, Ill., has been re- 
moved to Waukegan, IIl., and its 
general offices and display room 
from 216-224 W. Evergreen Ave., 
to the 15th floor, Merchandise 
Mart, Chicago. John Frei, Jr., 
will have complete charge of 
manufacturing operations at 
Waukegan, and I. I. Ritter will 
be in charge of sales at the Mer- 
chandise Mart. Leo Alter is 
president of the company, Mr. 
Ritter, vice-president, and Mr. 
Frei, secretary-treasurer. 


IMPLEMENT MEN TO MEET 

IN CHICAGO, OCT. 6-8 

The thirty-eighth annual con- 
vention of the National Federa- 
tion of Implement Dealers’ Asso- 
ciation will be held in Chicago, 
Ill., Oct. 6, 7 and 8, 1937, with 
the Hotel Sherman as headquar- 
ters. Herbert J. Hodge, Abilene, 
Kans., is secretary of the organi- 
zation. 


HARDWARE STORES WIN 
SPORT WINDOW PRIZES 


James W. Thompson of the 
Treat Hardware Corp., Law- 
rence, Mass., won first prize in 


the Baseball Week Window dis- 





play contest sponsored by The 
Sporting Goods Dealer, St. Louis, 
Co. Other hardware stores among 
the prize winners are: D. S. 
Nevius Hardware Co., Lamar, 
Col.; Anderson Hardware Co., 
York, Pa.; Milton Hardware Co., 
Cleveland, Ohio, and the Ed. 
McMullen Hardware store, York, 
Neb. 


G-E APPOINTS RADIO 
SPECIALISTS 


Lee Cooper has been appoint- 
ed radio specialist in the Allen- 
town, Lancaster and Williams- 
town areas in Pennsylvania for 
the radio sales division of the 
General Electric Co., Bridgeport, 
Conn. Shelby York will be a 
radio specialist on the West 
Coast with headquarters in San 
Francisco, Cal. 


EAGLE HARDWARE STORE 
BEGIN FIFTH YEAR 

With four pages of advertising 
in The Cleveland Press and a 
huge three-day birthday sale, a 
group of Cleveland dealers, styl- 
ing themselves as the Eagle 
Hardware Stores, announced their 
fourth anniversary. The group 
is a cooperative merchandising 
organization and since its in- 
ception has spent over $100,000 
in advertising to the consumer. 
Officers of the Eagle Hardware 
are: president, J. G. 
Scheuermann, Service Hardware; 
vice-president, J. E. Nemeth, 
Nemeth Hardware; chairman of 
the board, J. C. Blaser; treasurer, 
Leo Greenberger, Addison Hard- 


Stores 





| ware, and secretary, Les Maurer, 
| 3819 W. 25th St., Cleveland. 


AUSTRALIAN AGENT VISITS DISSTON PLANT 


Douglas C. Allan of Slade, 
Allan & Co., Ltd., Sydney, New 
South Wales, Australasia, repre- 
sentatives for Henry Disston & 
Sons, Inc., Philadelphia, Pa., re- 
cently made his first visit to 
America. Mr. Allan expressed 
a desire to visit Atlantic City 


and was taken there by Disston 
officials. On the boardwalk left 
to right are: A. Stewart Hunt, 
of Disston’s 
export sales; S. Horace Disston, 
general manager; Douglas C. 
Allan and Jacob S. Disston, Jr., 
vice-president in charge of sales. 


assistant manager 











GALVIN, SALES MGR. FOR 
CATERPILLAR TRACTOR 


E. R. Galvin has been ap- 
pointed general sales manager of 
the Caterpillar Tractor Co., Pe- 
oria, Ill. Mr. Galvin first be- 
came associated with the com- 
pany in 1928 as a district repre- 
sentative. He had formerly been 


E. R. GALVIN 


sales manager of the Cleveland 
Tractor Co. His activities with | 
Caterpillar include the sale man- 
agership in charge of the eastern 
sales division with headquarters 
in Peoria and the assistant gen- 





eral sales managership, which 
position he left to assume his | 
new duties. Prior to his connec- 
tion with the tractor industry, 
Mr. Galvin was for many years 
a member of the Du Pont organ- | 
ization, at one time having been | 
manager of the sporting powder | 
division. 


N. Y. OFFERS POSTER ON 
UNEMPLOYMENT INSURANCE | 

A new official poster telling 
the 
New York State Unemployment 
Insurance Law how, when, where, 
how much and for how long they 


employees covered under 


may get unemployment benefits 
is now being distributed among 
all employers subject to the law. 
The poster, issued by Glenn A. 
Bowers, executive direction, Di- 
vision of Placement and Un- 
employment Insurance, State De- 
partment of Labor, Albany, N. Y., 
supersedes a former poster is- 
sued last. December. 

Employers are informed that 
the new poster must be perma- 
nently and conspicuously  dis- 
played in each work place. One 
poster will be supplied for small 
establishments in which workers 
are generally assembled in one 


room; increasing numbers fot 





large establishments in which 
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workers are separated by depart- 
ments, sections, plants, branches, 
etc., so that all employees may 
become familiar with their benefit 
rights under the amended law. 
New instructions for record keep- 
ing and reporting are now being 
issued to employers informing 
them of the new procedures for 
compliance with the amended 
law. The poster is designed to 
give employees the information 
they need for similar compliance. 


JUNE TO BE NATIONAL 
ELECTRICAL GIFT MONTH 


The Edison Electric Institute, 
420 Lexington Ave., New York 
City, and 13 leading manufac- 
turers of electrical appliances are 
sponsoring the Electrical House- 
wares Program, which in June 
will inaugurate a campaign to be 
known as Electrical Gift Month. 
The Institute has prepared a plan 
book which outlines the various 
features of the campaign and 
shows what will be done to help 
housewares dealers increase their 
electrical appliance sales. An 
important feature of the program 
will be a newspaper ad-writing 
contest, in which all department 
stores, utilities, and other elec- 
trical housewares dealers are in- 
vited to participate. Four prizes, 
each consisting of $100 in elec- 
trical merchandise to be selected 


| by the winners from catalogs of 


contributing manufacturers, are 
being offered for the most ap- 
pealing newspaper advertisements 
featuring electrical housewares 
ideal June wedding gifts 
Entrants will be grouped in one 
of four classifications according 
to the population of the com- 
munity in which they do busi- 
ness, and a separate prize will be 
awarded each division. 
Manufacturers taking part in 
this June promotion are: Amer- 
ican Electrical Heater Co., 6110 
Cass Ave., Detroit, Mich.; Gen- 
eral Electric Co., Bridgeport, 
Conn.; Hamilton-Beach Mfg. Co., 
division Scovill Mfg. Co., Racine, 
Wis.; Landers, Frary & Clark, 
New Britain, Conn.; Manning, 
Bowman & Co., Meriden, Conn.; 
McGraw Electric Co., Waters- 
Genter Division, 219 N. 2nd St., 
Minneapolis, Minn.; Proctor & 
Schwartz Electric Co., 7th and 
Tabor Rd., Philadelphia, Pa.; 
Robeson - Rochester. Corp., Ro- 
chester, N. Y.; *Samson-United 
Corp., Rochester, N-“Y.; Swartz- 
baugh Mfg. Co., Toledo, Ohio; 
The Silex Co., Hartford, Conn., 
and ‘Westinghouse Electric & 
Mfg. Co., Mansfield, Ohio. 


as 





AMES BALDWIN WYOMING NOW MAKING 
NEW, COMPLETE STEEL GOODS LINE 


After more than three years of 
preliminary preparations, the 
Ames Baldwin Wyoming Co., 
Parkersburg, W. Va., has begun 
production of a new and com- 
plete line of steel goods in its 
enlarged Parkersburg plant. The 
new line is standard in dimen- 
sions, weight and balance, and 
is being made in four grades 
bearing the following brand 
names: Ist quality—Ames; 2nd 
quality—Knoxall; 3rd quality— 
Owl, and 4th quality—Robin. 

In stating that the plant is 
now ready to execute orders for 
forks, rakes, hoes, and_ hooks, 
Richard Harte, president of the 
company, expressed his belief 
that the new line will fill every 
requirement, as every effort had 
been made to keep it simple, but 
complete. It will now be pos- 
sible to save the company’s dis- 
tributors time and freight charges 
on less than car load orders for 
the combined lines as mixed cars 
of steel goods and shovels can 
now be shipped from the one 





RICHARD HARTE 


point. In the new line there are 
16 types of forks; 3 types of 
hooks; 17 types of hoes, and 3 
types of rakes. These products 
are all shown and described in 
the new ABW Steel Goods Cata- 


log, which is now available. 





WICKWIRE SPENCER STEEL REORGANIZED; 
E. C. BOWERS ELECTED PRESIDENT 


After concluding one of the 
longest industrial receiverships 
on record, the Wickwire Spencer 
Steel Co., New York City, one 








E. C. BOWERS 


of the 
ducers of 


industry’s largest pro- | 
specialty wires and 
wire products, announces the | 
dissolution of the trusteeship | 
under which it has been oper- | 
ating and the formation of a 
new company under the 
name. 

Officers of the new company 
are E. C. Bowers, president; P. 
M. Macklin, executive  vice- 
president; R. L. Foster, vice- 
president and general sales man- 
ager and George H. Creveling. 
secretary and treasurer. 


same | 
| all labor organizations to register 


In October, 1927, E. C. Bow- 
ers and C. L. Feldman were 
appointed receivers of the Wick- 
wire Spencer Steel Co., which 
had been formed in 1920 by the 
combination of the Wickwire 
Steel Co. of Buffalo, N. Y., and 
the Clinton-Wright Wire Co., 
Worcester, Mass. After continu- 
ing for seven years, the receiver- 
ship was changed to a trustee- 
ship on July 31, 1934, and the 
company reorganized on May 1 
of this year. 

The American Wire Fabrics 
Corp., one of the largest manu- 
facturers of insect screen cloth, 
and the Wickwire Spencer Sales 
Corp., continue as subsidiaries. 
Branch offices and warehouses 
will be maintained, as in the 
past, at: New York City, Buffalo, 


| Chicago, San Francisco, Worces- 
| ter, 


Portland, Seattle, Philadel- 
phia, Chattanooga and Tulsa. 


REQUIRES LABOR UNIONS 
TO REGISTER 


Representative Clare E. Hoff- 
man, of Michigan, has introduced 
a bill (H. R. 6456) requiring 


with the Secretary of Labor, fil- 


|ing copies of constitution and 
| by-laws, 
| officers, headquarters and annual 
| audit of accounts. This will put 
|them on the same footing as 


amendments _ thereto, 


corporations in damage suits. 
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REPRESENTATIVE PATMAN MAY ABANDON 


(Washington Bureau of Harp- 
warRE Ace) — Representative 
Wright Patman of Texas ex- 
plained his Reciprocal Sales bill 
before a sub-committee of the 
House Committee on Judiciary 
May 10th. He was followed by 
brief remarks of George J. Bur- 
ger, secretary, National Associa- 
tion of Independent Tire Dealers, 
who also approved the measure. 
Then the hearing adjourned until 
May 17th, when opponents are 
invited to appear before the 
Committee. Interest in the bill 
is so slight that it is believed its 
author will abandon it, a least 
for the present session. Mr. Pat- 
man introducing the bill, which 
would bar reciprocal trading, 
said it was aimed chiefly at the 
steel and aluminum industries 
but at the hearing yesterday he 
said reciprocal trading has _ be- 
come a growing abuse since pas- 
sage of the Robinson-Patman 
Act. The implication therefore 
was that Mr. Patman now con- 
siders the measure as a supple- 


CELLULOID CORP. OPENS 
SERVICE DEPARTMENT 

A Technical Sales and Devel- 

opment Division, whose primary | 

function is to give technical as- 

sistance to customers using Pro- 


tectoid transparent packaging ma- | 


terials for packaging applications 
of all types, 
use Lumarith in its various forms 

sheets, tubes, rolls, and 
molding powder, has been or- 


rods, 


ganized by the Celluloid Corp., | 
New York City. | 


10 E. 40th St., 
Millard Demarest who has been 


associated with the packaging 


and plastics sales divisions of the | 


company, will head the new de- 
partment, 
Porzer, formerly a member 
the research laboratories of the 
company at Newark, N. J. In 
addition, Willis M. Lester has 
been engaged for merchandising 
research. He was formerly with 
N. W. Ayer & Son, Inc., and 
Sears Roebuck & Co. 


GERMAN GROUP VISITS 
NEW YORK DEALER 


Otto Herrmann, Inc., dealer in 
hardware, paints, mill and jani- 
tor supplies, on April 28, was 
host to a group of 20 visitors 
from Germany and Switzerland, 
all of whom are interested in the 
hardware business. Included 
among the guests were several 
retailers as well as manufactur- 
ers’ representatives. They are 
touring the United States with 
the view of returning to their 
native lands with some new ideas 
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and to those who | 


assisted by Ralph E. | 
of | 


RECIPROCAL SALES BILL 


ment to the Robinson-Patman 
law as a further aid to small and 
independent stores and against 
chain stores. 

Mr. Patman said that recip- 
rocal trading will cause small 
business enterprises to 
His bill, he said, would permit 
the Federal Trade 
to do for industry what the In- 
terstate Commerce Commission 
does for the railroads. 


The bill not only bars recip- | 


rocal sales but also prohibits 
reciprocal services. Mr. 
indicated that the 

against reciprocal services will 
be stricken out because of a re- 
port from Chief Counsel W. T. 
Kelley, of the Federal Trade 


late as to services. 


kansas, head of the 
mittee, on asking those attend- 
ing the hearing were opposed to 
or favored the bill, received no 





| response. 


| that are adaptable to their own 
establishments. 


suffer. 


Commission | 


Patmaa | 
provision | 


| appointed sales manager of the 
| newly created Philadelphia dis- 
trict. 


The Philadelphia district in- | 
eastern 

Dela- | 
ware and portions of Virginia, | 


Jersey, 
Maryland, 


cludes New 
Pennsylvania, 


and West Virginia, as well as the 
| District of Columbia. The north- 
ern portion of the former New 
| York district, including all of 
New York state, Rhode Island, 
| and Connecticut, remain under 
| the jurisdiction of the New York 
| office. 

| ELECTROMASTER PROMOTES 
WALTER C. AYERS 


1803 E. At- 
Mich., has 
Ayers to 


Electromaster, Inc., 
| water St., Detroit, 
appointed Walter C. 


Commission, which expressed | 
doubt that Congress can legis- | 


Representative Miller of Ar- | 
sub-com- | 


The visitors were | 


| interested in the merchandise | 


display; storage of materials, in- 
cluding segregation of 


ness; variety of stocks, and the 
methods of transacting sales. Mr. 


Qtto Herrmann personally con- | 


ducted his guests through his 


| store. On the following day, they 


left for a visit to the plant of 
The Yale & Towne Mfg. Co., at 
Stamford, Conn. 


5000 AT THOMSON-DIGGS 
SPORTSMEN’S SHOW 


Approximately 5,000 sportsmen 
and sporting goods dealers at- 
tended the second annual invi- 
tational Sportsmen’s Show, April 


| 10 and 11, held by the Thomson- | 


Diggs Co., Sacramento, Cal., in 
the Sacramento Memorial Au- 
ditorium. Factory men from 40 
of the leading manufacturers of 
equipment for golf, hunting, fish- 
ing, camping, outboard motor 
| boating, athletic and other out- 
door and sports activities, were 
on hand at the exhibits to ex- 
| plain the merchandise and _ its 
uses. 


GREENWOOD IN NEW YORK | 


FOR EDISON APPLIANCE 


Herman Greenwood has been 
appointed New York district sales 
manager for the Hotpoint Divi- 
sion of the Edison General Elec- 
tric’ Appliance Co., 5600 W. Tay- 
lor St., Chicago. He ‘succeeds 
M. 





allied | 
| products; methods of advertising; | 
comparative costs of doing busi- | 


WALTER C. AYERS 

have complete charge of the sales, 
service, and advertising depart- 
ments of the company. Mr. Ayers 
has been associated with the firm 


for the past five years. 


LONG AND SHORT HAUL 
LAW NEARS PASSAGE 
The so-called long and short 
haul amendment to 
state Commerce Act (H. R. 
1668) passed the House on April 
14. It has been read twice in 
the Senate and referred to the 
Committee on Interstate 
merce. If reported favorably out 
of committee, which is extremely 
doubtful, it might be enacted. 
Although much uninformed 
talk has given the impression 
that the bill contains new and 


stringent regulation of fares and 


rates, a careful reading shows it 


to be a 





H. Beekman, who has been | 


tion 4, Paragraph 1 
The original section read that 
a carrier could not chrge more 


| for shorter than for longer dis- 


tance over the same line the 
shorter distance being included 
in the longer. 
carrier charge more for a 
through rate than the aggregate 
of all the intermediate rates. 


the Inter- | 


Com- | 


simplification of the reg- | 
ulations already in the law, Sec- | 


Nor could the | 


| The amendment changes the 
| first part from a prohibition to 
| a case calling for justification by 
the carrier. If justified to the 
satisfaction of the Commission, 
the rate stands. The amendment 
leaves the determination of other 
rates more extensively to the 
Commission’s discretion than did 


the original section. 


B. B. WOODS, who has been ap- 
pointed assistant manager of sales 
for The Wood Shovel & Tool Co., 


| Piqua, Ohio. 
| 


EXTENDS THE WALSH- 
HEALEY ACT 


A bill (H. R. 6449) 
introduced into the House by 
Mr. A. D. Healey, of Massa- 
chusetts, to amend and extend 
the terms of the Walsh-Healey 
Act, prescribing the conditions 
to be observed government 
contractors. One proposed change 
would drop the minimum con- 
tract to fall within the law’s 
provisions from $10,000 to $2,500. 

Industrial “home work” is pro- 
hibited. Dealer-contractors are 
required to submit certificates 
from their manufacturers that 
they have complied with the Gov- 
ernment’s stipulations. 

Then follow additional 
| definitions fhe most important of 
| which is “minimum fair wage.” 
This is defined as that which the 
Secretary of Labor determines to 
| be the prevailing rate paid to a 
majority in any industry. In the 
absence of a single rate paid 
the majority, the average shall 
be taken. 

The act is also stated not to 
apply to contracts authorized to 
| be in the open market; con- 
| tracts for perishable food and 
| agricultural products; contracts 
| for transportation where pub- 
lished rates prevail, for radio, 
phone and public utility services. 

This bill has a fair chance to 
pass. It is in the hands of the 
Committee on the Judiciary. 


has been 


by 


some 
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MAJESTIC RADIO MOVES 
TO NEW BUILDING 
N. L. Cohen, president of the 
Majestic Radio & Television 


Corp., has announced that the 
entire plant and general offices | 


of the organization are now lo- 
cated in a new building at 50th 
and Rockwell Sts., in the heart 
of the Kenwood manufacturing 
district in Chicago, Ill. 

The new plant, thoroughly fire- 
proofed, occupies an area of 90,- 
000 square feet, and is completely 
modern in every respect, with a 
private railroad siding which is 
served by the Chicago Junction 
Railroad and the Chicago River 
and Indiana Railroad. The ca- 
pacity of the new plant, in which 
the most up-to-date equipment is 
being installed, is estimated at 
2,500 receivers daily, and the per- 
sonnel of the company in its new 
headquarters will approximate 
1,500 persons. 


CHILDS RETURNS TO 
J. C. PUSHEE & SONS 
After an absence of 


months, Sam D. Childs has again 
with J. C. 


six 


become associated 


SAM D. CHILDS 


Pushee & Sons, Inc., 3 Randolph 
St., Boston, Mass., manufacturer 
of paint brushes. Mr. Childs 
will contact the trade as vice- 
president and chairman of the 
company’s sales promotion com- 





mittee. 
scien 
STANDARD COLORS FOR 
KITCHEN AND BATHROOM 


Store patrens will be able to | 


| purchase their kitchen and bath- 


room accessories in exactly 

matching colors by next fall, it 
was predicted, following a recent 
conference of the 
reau of Standards of the Depart- 
|ment of Commerce at the Hotel 
| Pennsylvania, New York City. At 
| the meeting standard shades were 
approved and the way cleared for 
‘actual production in industry. 


Consumer, manufacturer, and 





| and 


National Bu- | 


retailer bodies were represented 
at the conference which gave 
approval to the standards for the 
colors in these bathroom shades: 
white, bath green, orchid, ivory, 
maize, bath blue, royal blue, and 
these for kitchenware: white, 
kitchen green, ivory, delphinium 
blue, royal blue, and red. 

| I. J. Fairchild, chief, Division 
| of Trade Standards, National 
Bureau of Standards, reported 
| that plaques of the colors would 





| probably be available at the Bu- 


reau in Washington by July 1 
for display at the house- 
wares shows in Chicago and New 
York this summer. Sample sets 
will be on display at the offices 
of the National Dry Goods As- 
| sociation, 101 W. 31st St., New 
| York City, and the Merchandise 
| Mart, Chicago, within two weeks, 
| it is expected. 


HUGE EXHIBIT MARKS 25TH ANNIVERSARY OF THE SOUTHWEST HARDWARE CO. 


Sixty-five manufacturers and 
sales agents on April 16 joined 
with The Southwest Hardware 
Co., wholesale firm at 1922 At- 
lantic St., Los Angeles, Calif., to 
commemorate in a fitting manner 
its 25th year of service in the 
Southwest. An entire floor of 
the company’s newly-built addi- 
tion to its warehouse was given 
over to the exhibits of hardware 
manufacturers. Compact open 
display booths 
along the walls and down the 
center of the room. 


A sales meeting was held dur- | 


ing the afternoon for the dis- 
cussion of various trade prob- 
lems. Harry F. Izenour, manag- 


The exhibit floor at 


were arranged | 


ing director of the company and 
in charge of the meeting, reported 
a 70 per cent increase in volume 
for March, 1937, over March, 
1936, and a 40 per cent volume 
gain for the first quarter of this 
year. He cited the increased 
home-building activities and the 
general up-swing of business as 
indications of a continued up- 
| ward trend. Rising costs of do- 
| ing business and rising price of 
all types of merchandise received 
| much serious consideration. 
Guild Heyer, merchandising 
manager, stressed by concrete 
facts and illustrations, the defi- 
| nite need of dealers planning a 
| comprehensive advertising cam- 


paign that would enable them to | 


compete with mail order houses 
and department stores. 

A turkey dinner served to some 
350 guests and dealer members 
was enlivened by a Glee Club 
from Occidental College and by 
an interesting talk on coopera- 
tion by F. E. Welden, assistant 
professor of education at the 
University of California in Los 
| Angeles. 

The Southwest Hardware Co., 
| which is a dealer owned whole- 
sale firm, was organized in 1912 
with six stores as members. In 
the intervening years, the com- 
pany has grown to a membership 
of 65 stores all located in prin- 


the 25th Anniversary Celebration of the Southwest Hardware Co., 


cipal southern California cities. 

James Webb, Glendale Hard- 
ware Co., Glendale, is president 
of the company. Other officers 
are: vice-president, R. R. Scant- 
land, Scantland Bros., Los An- 
geles; secretary, Charles E. Jock- 
ley, Pico Hardware Co., Los An- 
geles; treasurer and managing 
director, Harry F. Izenour; as- 
sistant secretary, M. A. Williams; 
merchandising manager, Guild 
Heyer; buyer, Alfred E. Faull. 
Directors are: F. E. Hendershot, 
Hendershot Hardware Co., Pasa- 
dena; C. E. Lehmer, Alhambra 
Hardware Co., Alhambra, and 
C. W. Tewinkle, Tewinkle Hard- 
ware Co., Costa Rica. 





Los Angeles, Calif. 
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‘BRIEF ITEMS OF INTEREST TO THE HARDWARE TRADE 





ALABAMA 


The Ray M. Warr Hardware 
Co., Clayton, Ala., has purchased 
the Robertson building in that 
city and after alterations are 
made will occupy that site. 


The new owners of the Big 
Four Hardware Co., Clanton, 
Ala., are J. R. Mullins, J. B. 
Downs, Lester Jones, and A. E. 
Regan. 


IOWA 
The Redfield Hardware, Red- 


field, Iowa, has moved into a 
new and larger building with 
modern store display fixtures. 


Mr. Gilhousen, who recently 
purchased the Shepard Hard- 
ware at 9th and Hull Sts., Des 
Moines, Iowa, is remodeling and 
decorating the entire store. 


The Christenson 
Ames, Iowa, has added plumbing 
and heating and tin shop de- 
partments to its business. 


Warren E. Lineberger is now 


sole owner of the Carroll Hard- 
ware and Seed store, having pur- 
chased the interest in the busi- 
ness of his partner, Otmar J. 
Bernholz. 


Jesse Brooker has purchased 
half interest in the Osage Hard- 
ware Co., Osage, Iowa. 


KENTUCKY 


W. Sam Anderson has opened 
the Anderson Hardware Co., at 
Middlesboro, Ky. 


The Middlesboro Hardware 
Co., Middlesboro, Ky., has form- 
ally opened its second floor as 
a display room for stoves, kitchen 


cabinets, refrigerators, and other 


large hardware items. 


Walter Haydon, associated 
with the hardware business in 
Lexington. Ky., for more than 
17 years, has opened his own 
hardware store in that city, at 
343 W. Short St., to be known 
as the Haydon Hardware Co. 


MASSACHUSETTS 


A. J. Bibeau has opened a new 
hardware store at 59 Parker St., 
Gardner, Mass. Mr. Bibeau for 
the past several years has been 
manager of the W. E. Aubuchon 
Hardware store on Parker St. 


NEBRASKA 


William H. Kotas of Prague, 
Neb., has taken over the F. A. 
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space. 


Hardware, | 











Placek Hardware in Milligan, 


that state. 


NEW JERSEY 
The Pinckes Hardware Co. has 
purchased the hardware business 
at 104 North Main St., Pleasant- 
ville, N. J. 
NEW YORK 
Lawrence Hardware & Elec- 
trical Supply Co., Inc., formerly 
located at 460 Willis Ave., New 
York City, has changed its name 
and address to the Kurzon Sup- 
ply Co., Inc., and is now lo- 


cated at 2795 Third Ave., New 


York City. 

Salway’s Hardware, 2 
change Pl., Batavia, N. Y., is 
building an addition, which will 
nearly double the present floor 


Lawrence Hardware 


at 2795 Third 
City. 

Thomas H. Bradley, 
town, N. Y., hardware dealer, 
has purchased a_ three story 
brick building for use as a ware- 
house. 


Herbert G. Fitzwater, Branch- 


| port, N. Y., hardware dealer has 
.opened a branch store at Penn 


Yann, N. Y., in the former Fo- 
shay building at the Pennsyl- 
vania Railroad crossing and E. 
Elm St. Mr. Fitzwater’s son, 
H. Milton Fitzwater, will 
age the new branch. 


man- 


NORTH CAROLINA 


The Abernethy Hardware Co., 
Newton, N. C., will open a 
branch store on Main St., in 
Catawba, N. C. 


The Hadley-Moore Hardware 
Co. has purchased the stock of 


the Shook Hardware, North 
Wilkesboro, N. C., and is moving 
to that store’s location. 


Maxton Hardware & Imple- 
ment Co., Inc., Maxton, N. C., 
has been incorporated by John 
L. Pace, R. B. Bullard and A. J. 


| Steed. 


Cranford, E. D. Cran- 
ford, and S. D. Cranford have 
ovened the Asheboro Hardware 


Co., at Asheboro, N. C. 


&. &. 


M. L. Walker has disposed of 
his interest in the retail hard- 
ware firm of Stepo and Walker, 
Hendersonville. N. C.., his 
associate, John A. Sinclair, and 


to 


has opened the Walker Hardware 
Co., in Hendersonville. 

The Byrum Brothers Hard- 
ware Co., Edenton, N. C., has 








Ex- | 





& Elec- | 
tric Supply Co., has leased space | 


Ave., New York | 


Water- | 








ALBERT B. CROOKER 


Albert B. Crooker, 
of Oliver Brothers, 
chasing agents for hardware, 
iron and steel, etc., at 421 
Canal St., New York City, 
passed away suddenly May 8 
He was 48 years old. 


treasurer 
Inc., pur- 


ALBERT B. CROOKER 


Mr. Crooker had been con- 
nected with Oliver Brothers 27 
years, having joined that organ- 
ization in 1910. For many years 


previous to his appointment as | 
he | 


assistant treasurer in 1930, 
had been office manager. 


Upon the death of the com. | 


pany’s treasurer, Albert Catteral., 
in 1936, Mr. Crooker was elected 
to fill that position, in which ca- 
pacity he served until his death. 
Mr. Crooker was a member of the 
Hardware Square Club, Past 
Master Livingston Lodge, 
567 F. & A. M., and 
other fraternal organizations. He 


leaves his mother, three sisters | 


and three brothers. 


CHARLES E. JONES, SR. 


Charles E. Jones, Sr., 64, ex- 
ecutive head of the Jones Hard- 
ware Co., Shamokin, Pa., passed 
away April 24, from an acute 
kidney ailment. Immediately fol- 
lowing graduation from high 
school in 1887, Mr. Jones en- 


tered the employ of Peter E. | 


Buck & Sons, hardware mer- 
chants. Several years later he 
became associated with J. H. 
Conley & Sons, also hardware 
merchants. He continued there 
until 1906, when he became affili- 
ated with the then Hack-Sanner 
Hardware Co. In 1915, with his 


OBITUARY 


No. | 


several | 


been dissolved, T. C. Byrum pur- 

| chasing the entire interest of his 
| brother, G. P. Byrum. The firm 
name has been changed to the 
Byrum Hardware Co. 








brother who had also been em- 
ployed with the hardware con- 
cern, Mr. Jones organized the 
present Jones Hardware Co. Sur- 
viving him are a daughter and 
seven sons, Charles E. III, Rob- 
ert, Francis, William, Richard, 
George, and Harry, all of Sha- 
mokin, and his brother and busi- 
ness associate, William M. Jones. 





ALBERT L. SESSIONS 


Albert L. Sessions, 65, presi- 
| dent of J. H. Sessions & Sons, 
| trunk hardware manufacturers, 

Bristol, Conn., passed away April 
| 30 after an illness of five years. 
| Mr. Sessions entered the busi- 
| ness in 1894 with his father and 

grandfather and was taken into 
partnership in 1899. When the 
concern was incorporated in 

1905, he became its president 

and treasurer. In 1924 Mr. Ses- 

| sions relinquished some of his 
| official duties to his two sons, 
| Paul and John H. Sessions. He 
| was an organizer of the Sessions 
| Clock Co., Forestville, Conn., 
and was at one time treasurer 
of the company. Besides his 
sons, Mr. leaves two 
daughters. 


Sessions 


FRED L. ADAMS 


| Fred L. Adams, 76, inventor 
of the Eclipse lawnmower, died 
at his home in Prophetstown, 
| Ill., after a lengthy illness, Mr. 
| Adams founded the Eclipse 
| Lawnmower Co. in Prophetstown 
| in 1901 and from the time of the 
| concern’s incorporation in 1904 
| until his recent death, was pres- 
ident of the company. He had 
| retired from active participation 
in the company in 1932, his 
brother, the late Henry C. 
Adams, at that time assuming 
the duties of general manager. 
L. B. Roth, son-in-law of Henry 
| C. Adams, has been general man- 
| ager of the plant. 


CHARLES POWLES 


Charles Powles, 52, president 
lof the Emmert Hardware Co., 
| Hagerstown, Md., passed away 
| April 25 after an illness of sev- 
eral months. He had been con- 
nected with that hardware con- 
cern for 41 years, having entered 
its employ as a boy. His widow 
| survives. 
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Taxation, Quantity Discounts and Legislation 
Discussed by Sheet Metal Distributors 


President A. W. Howe Reelected at Cleveland, Ohio, 
Convention Held May 5 and 6, 1937. F. H. Ramage 
Discussed Sales Training Methods. Various Commit- 


ROBLEMS relating to the dis- 

tribution of sheet metal were 

discussed at the 26th annual 
meeting of the National Association 
of Sheet Metal Distributors held at 
the Hotel Cleveland, Cleveland, 
May 5 and 6. This was the first 
annual meeting to be held in five 
years separate from the annual 
meeting of the National Wholesale 
Hardware Association with which 
the Sheet Metal Distributors Asso- 
ciation is affiliated. There was a 
registration of over 50, including 
jobbers and a few representatives 
of the mills. 

Brief opening remarks were made 
by the president, A. W. Howe, J. M. 
& L. A. Osborn Co., Cleveland, after 
which George A. Fernley, Philadel- 
phia, secretary-treasurer, reviewed 
the activities of the Association dur- 
ing the past year. These included 
the Credit Bureau, Social Security 
Bulletins, legal opinions and bulle- 
tins on federal legislation. Refer- 
ring briefly to the Robinson-Patman 
Act he called attention to a _pro- 
vision of this Act that permits the 
collection of triple damages for a 
company that has been discriminated 
against. 

Preliminary overhead expenses of 
members that have reported showed 
that the gross profits averaged 21.62 
per cent and net average profits 
were 3.4 per cent of sales during 
the year. During the discussion 
later as to what extent overhead 
expense is being affected by the 
Social Security and other taxes, sev- 
eral members said that all taxes 
amounted to 11% per cent or slightly 
more on gross sales. The increase 
in taxes this year due to the Social 
Security Act was estimated at not 
over 14 of 1 per cent. 

The chair raised a question as to 
whether manufacturers are stencil- 
ing prime galvanized sheets and re- 
ports from members indicated that 
most sheet mills are stenciling the 
top of each bundle, although some 
are doing it only on request. 
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tees Submit Reports 


SPEAKERS AT SHEET METAL DISTRIBUTORS CONVENTION 


GEORGE A. FERNLEY 
Secty-Treas. 


J. M. & L. A. Osborn 


JOSEPH STELWAGON 
Stelwagon Mig. Co. 


Co.—The President 


The tin and terne plate committee, 
of which O. F. Murphy, Lyon, Conk- 
lin & Co., Inc., Baltimore, is the 
chairman, reported that the demand 
for roofing ternes is still being main- 
tained and urged manufacturers to 
advertise their products. Hardware 
dealers are said to be selling this 
product at the old schedule and the 
committee thought that these should 


SPEAKER 


F. H. RAMAGE 
Republic Steel Corp. 


not buy roofing ternes at the same 
price as distributors who buy in car 
lots and maintain regular schedules. 

Chiseling is going on in making 
rolls of roofing ternes, some rolls 
having 28 and some only 26 sheets, 
the committee reported and it recom- 
mended the adoption by the U. S. 
Bureau of Standards of a standard 
size of roofing terne roll, the roll to 
consist of 28 sheets 28 x 20 in. and 
the standard roll for valley roofing 
ternes to be 100 ft. and 50 ft. 
lengths. A resolution favoring the 
adoption of these proposed stand- 
ards was approved. 

Considerable discussion was 
aroused by the report of the gal- 
vanized and black sheet and cor- 
rugated roofing committee that was 
submitted by A. J. Becker. Ohio 
Valley Hardware & Roofing Co.., 
Evansville, Ind. One suggestion in 
this report was that distributors be 
allowed 10 per cent discount on the 
quantity, width and gage extras on 
flat sheets in addition to the regular 
$2 a ton discount. As a representa- 
tive of producers L. D. Mercer, Re- 
public Steel Corp., declared that 
such a discount would not be legal 
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and it would be a waste of postage 
to ask mills to grant it. 

An increase in the quantity extras 
for galvanized flat sheets in less 
than car lots from 15 and 25 cents 
to 50 cents per 100 lb. was another 
suggestion of the committee. An- 
other was that the allowance of $4 
a ton to metal roofing distributors 
be changed to a sliding scale, de- 
pending on the size of the order. 
In view of the allowance of $4 a 
ton to distributors of metal roofing, 
the committee recommended that the 
mills go over their lists and elimi- 
nate the names of those who are 
not legitimate distributors. R. H. 
Lyon, Lyon, Conklin & Co., Inc., 
Baltimore, vice-president, who was 
presiding at the time, said that there 
are 5000 so-called distributors of 
roofing sheets but that not all of 
them are legitimate distributors. 
Some of them, he said, carry the 
sheets as a side line and are not 
particularly interested in making a 
profit on them. 

Discussing mill extras, Mr. Lyon 
said that conditions in one part of 
the country differ from those in 
other parts and that he believed that 
the question of these extras would 
be solved only on a quantity differ- 
ential basis. Distributors who make 
large purchases should have lower 
prices, he held. Mr Fernley pointed 
out that under the Robinson-Patman 
Act an allowance may be made to 
distributors for performing definite 
functions in warehousing, selling, 
distribution and taking credit risks, 
but he warned that if quantity dif- 
ferentials are adopted the industry 
might be called on the carpet by the 
Federal Trade Commission. 

The recommendation of the com- 
mittee that mills revise and correct 
their lists of metal roofing distrib- 
utors was adopted. No action was 
taken on the proposed adoption of 
sliding scale discounts for distrib- 
utors for metal roofing, the commit- 
tee being instructed to make another 
report at the next meeting. 

The committee on prepared roof- 
ing headed by Joseph Stelwagon, 
Stelwagon Mfg. Co., Philadelphia, 
recommended the establishment of 
more stable prices for prepared 
roofing with prices established for 
a three-month period and that manu- 
facturers provide two price lists, one 
for carloads and the other for less 
than carloads. Both recommenda- 
tions were adopted. The committee 
will make a report on asbestos sid- 
ing at the October meeting. 

A resolution was adopted protest- 
ing against the promotion by the 
federal government of consumer 
cooperatives, this being similar to 
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a resolution adopted last year by 
the National Wholesale Hardware 
Association. 

Provisions of the Robinson-Pat- 
man Act were explained in an ad- 
dress by Congressman Wright Pat- 
man, of Texas, one of the authors 
of the Act, who also answered a 
series of questions giving his inter- 
pretations of some of the provisions, 
part of which probably will have to 
be cleared up by court decisions. 
Mr. Howe expressed the opinion that 
honest distributors will not be af- 
fected by this Act. 

“Possibilities in Sales Training” 
was the subject of a talk by F. H. 
Ramage, sales promotion manager 
Republic Steel Corp., Cleveland, 
who emphasized the importance of 
well trained salesmen. He outlined 
the sales school training methods of 
his company and told of the extreme 
care taken in the selection of young 
men for the sales course. There 
are too many average salesmen with 
no special ability, he said. 

The distributor is becoming a 
more important factor and markets 
for products are rapidly changing. 
Better trained salesmen are re- 
quired and distributors should take 
a more aggressive merchandising 
stand or manufacturers whose prod- 
ucts they sell may look for more 
aggressive distributors. Few com- 
panies, in the speaker’s opinion, 
have done a real job in sales train- 
ing. This work is very expensive 
and may not bring immediate re- 
sults, but the company must build 
up an organization for the future. 
The day of order takers is past, he 
said. Now the buyer demands steel 


to meet his needs and the salesman 
must know the products he is sell- 
ing. Distributors, he declared, can 
increase their sales by having 
properly trained salesmen. 

Significant trends in the distribu- 
tion of steel was the subject of a 
talk by E. L. Shaner, president 
Penton Publishing Co., Cleveland, 
who showed by statistics a large 
increase during recent years in the 
use of flat rolled steel, pointing out 
that the demand for durable goods 
has declined and the large output 
of steel is going into consumer goods 
such as automobiles, refrigerators, 
stoves and other household products, 
this shift toward consumer goods 
causing a tremendous increase in 
the demand for sheets, strip steel 
and tin plate. In 1887 the Amer- 
ican Iron & Steel Institute broke 
down finished steel products into 
four classes only 11 per cent of 
which was in flat rolled products. In 
1936 flat rolled products accounted 
for 50 per cent of the output. 

The following officers were re- 
elected: President, A. W. Howe, J. 
M. & L. A. Osborn Co., Cleveland; 
vice-president, Robert H. Lyon, 
Lyon-Conklin & Co., Inc., Baltimore, 
Md.; secretary-treasurer, George A. 
Fernley, Philadelphia, Pa. Members 
of the Executive Committee re 
elected were: Joseph Stelwagon, 
Stelwagon Mfg. Co., Philadelphia, 
and George O. M. Johnston, Mc- 
Clure-Johnston Co., Pittsburgh. In 
addition to the above, A. J. Becker 
Ohio Valley Hardware & Roofing 
Co., Evansville, Ind., was elected a 
vice-president to fill a vacancy 
caused by death. 





Winchester Shotgun Chart 


Serves as a reminder to customer to 
buy shells and a quick helpful refer- 
ence in selecting loads wanted. For the 
store, it is a convenient reference in 
ordering shells. The display side fea- 
tures two natural history pictures of 
winged game in action and 18 selected 
shells. The reverse side contains the 
complete 1937 standard list of Win- 
chester shot shell loads. This wall 
hanger is lithographed in full color and 
is 13%4 in. by 21%% in. Available free 
from Winchester Repeating Arms Co., 
New Haven, Conn. 


Wesix Sales Plan Book 


Illustrates and discusses the various 
promotional plans for the Wesix heater 
in 1937. Shows newspaper ads and 
sales literature available. Wesix Elec- 
tric Heater Co., 390 First St., San 
Francisco. 


F. B. Connelly Catalog 


On major appliances, small home ap- 
pliances, wheel goods, sewing machines, 
carpet sweepers, etc. Catalog is so ar- 
ranged that dealer discounts can 
readily be torn from the page; the 
catalog then becoming a retail sales- 
man’s catalog and the buyer still re- 
taining his cost data, which is cross 
indexed with the page from which it 
is removed. F. B. Connelly Co., 1015 
Republican St., Seattle, Wash. 


Republic Nail Chart 


This sliding card chart shows at a 
glance the size, gage, extra over base, 
head diameter and the approximate 
number to a pound, of Republic nails. 
Included on the chart are common 
nails, wire spikes, barbed roofing nails, 
shingle nails, plaster board nails, fin- 
ishing nails, common brads, flooring 
brads, casing nails, smooth box nails, 
barrel nails, berry box nails, lath nails, 
fine nails, and others. Republic Steel 
Corp., Cleveland, Ohio. 
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Permitting some of the thrills of 
a winter sport in summer time, Ski- 
Skoots are miniature skis mounted 
on four roller skate wheels. They 
have rubber cushion bumpers and 
two straps on each “ski.” Carey- 
Martel, Moxley Bldg., 549 W. Ran- 
dolph St., Chicago, Ill., offered this 
new plaything for both adults and 
children. 


The Ski-Plane, a three runner sled, 
was shown by Dunbar-Gibson, Inc., 
368 Broadway. New York City. The 
middle runner, in the form of a ski, 
is stationary. The two auxiliary 
runners—one on either side—are 
lowered to the ground for balancing 
or steering. by means of sturdy 
handles controlling spring mechan- 
isms. 


Popularity of metal caster sets for 
making toy figures prompted the 
making of the Lincoln Plaster-Kaster, 
using split rubber molds for making 
plaster figures. Mixing equipment, 
paints and paint brushes for color- 
ing figures are included with this 
set. J. L. Wright, Inc., Merchandise 
Mart, Chicago, Ill., offers this inter- 
esting toy. 
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New Toys To Sell! 


From the many new items displayed at the 
Annual American Toy Fair, New York City, 
April 5-17. 


More than 3,000 hardware and 


other buyers attended 


ORE than three hundred 
manufacturers showed 
toy buyers new and im- 


proved toys, games, bicycles, 
scooters, roller skates, wheel toys, 
juvenile furniture, dolls and doll 
furniture, trains, children’s books, 
caster and construction sets, etc., 
at the annual American Toy Fair 
held April 5 to 17 in New York 
City. The Fair, which was under 
the direction of the Toy Manu- 
facturers of the U. S. A., Inc., 
was conducted at 200 Fifth Ave. 
and other permanent display 
rooms of toy firms and at the 


Hotel McAlpin. 


This radically new track for elec- 
tric trains known as the “Flex-i- 
track” comes in sets comprising one 
six-foot and one four-foot section, 
each of which is sufficiently flexible 
for creating curved trackage and for 
using in “grades.” It may be used 
in conjunction with standard rigid 
type track and with the accessories 
designed for use with rigid track. 
When not in use it may be rolled up 
as easily as one rolls up a carpet. 
Parfait Products, 1500 N. Ogden Ave., 
Chicago. Ill., created this brand new 
idea. 


Buyers for wholesale and retail 
hardware firms, department stores 
and other toy outlets, numbering 
more than 3000, attended the fair. 
In addition to buyers from all 
over the United States, there were 
visitors from stores handling 
American made toys in foreign 
cities. Prompted by toy shortages, 
experienced during the Christmas 
seasons of 1935 and 1936, and 
by the possibility of increased 
prices, due to rising raw material 
and other factors, buying during 
the fair was heavier than for sev- 
eral years. It is estimated there 
was an increase in the volume of 
actual orders taken at the fair of 
from 15 to 20 per cent over last 
year during the fair. The number 
of firms exhibiting was ten per 
cent greater than at any fair since 
1929. 

Statements made that 
fully 15,000 new numbers or 
ideas were shown at the fair, 
many of them never having been 
previously shown to buyers. 
Games, wheel goods, play sets 


were 
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For the budding young engineer, 
the Highway Construction Set com- 
prises 14 pieces each wheeled item 
having moving wheels, most of 
which are rubber tired. Stop sign, 
tractor and trailer, wheelbarrow, 
shovel and pick axe and other minia- 
ture road building items are includ- 
ed in this number listing at $1.00. 
Arcade Mfg. Co., Freeport, Ill., cre- 
ated this attractive set. Some of 
these pieces are available as indi- 
vidual items. 


Sturdy bridges, houses and other 
models can be made with these 
wooden blocks, with tongues and 
grooves for interlocking. Offered by 
The A. I. Root Co., Medina, Ohio, the 
sets list at $1 and $2 and are stained 
with harmless vegetable colors. 
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and other items exhibited were 
in some instances so new that 
hand-made models had to be 
shown. Some items, while actual- 
ly in production, were still so 
new they were displayed in hand- 
made, hand-painted cartons, 
hastily made to give buyers as 
complete a picture of the mer- 
chandising possibilities of new 
lines as possible. 

James L. Fri, managing direc- 
tor, Toy Manufacturers of the 
U. S. A., Inc., said, “Every aspect 
of the more abundant American 
life has been reproduced in real- 
istic miniature at low prices. The 
1937 toys, tested scientifically for 
age suitability, safety and edu- 
cational value, illustrate dramati- 
cally the 20-year evolution of 
modern toys from holiday nov- 
elties to everyday necessities.” 

Although toy production and 
sales in this country are showing 
a steady annual increase the fig- 
ures are still below those of 1929. 
According to the 1935 Biennial 
Census of Manufactures the manu- 
facturers’ valuation of playthings 
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was approximately $104,263,759. 
As these figures are not complete 
the Toy Manufacturers of the 
U. S. A., Inc., estimates that the 
total manufacturers’ value would 
be closer to $135,000,000 for 
1935. The association estimates 
that the increase for 1936 over 
1935 would be from 15 to 20 
per cent, and that retail sales of 
toys in the United States for 1936 
were close to $200,000,000. These 
figures include dolls, games, toys, 
play suits, scooters, etc., but do 
not include bicycles. 

Bicycle production in the 
United States, in 1935, according 
to the U. S. Department of Com- 
merce, totaled 639,439 bicycles, 
having manufacturers’ sales values 
of $11,781,313. The Cycle Trades 
of America estimates that 1,300.- 
000 bicycles were made in the 
United States in 1936. These ma- 
chines ranged in retail selling 
price from $25 to $50, the average 
bicycle selling at around $35. 

Obvious emphasis, at the toy 
fair, was placed on toys that teach 
children the arts of keeping house, 
printing, construction, drawing, 
painting and various crafts, and 
it was estimated that there has 
been a twenty per cent increase 
in educational toys and books 
sponsored by cartoon characters 
and movie stars. The American 
distaste for the accoutrements of 
war was indicated by the greatly 
reduced number of military play- 
things exhibited. It is true that a 
few of such toys were shown, but 
not nearly as many as in previous 
years or as featured in European 
importations. 

In bicycles, most of the new 
numbers reflect greater interest in 
streamlined design with chromi- 
um plated trim and _ attractive 
color schemes. New and decided- 
ly improved models of scooters, 
coasters and roller skates were 





A newspaper game, ‘“Flash!- 
News.” by Newscraft. Inc., 1170 
Broadway, New York City, was well 
received. Players roll dice for plays 
and by “mergers” boost their circu- 
lation. Headlines, illustrations and 
news items are used to “make-up” 
front pages of “newspapers,” the ob- 
ject being to complete papers and 
build the highest circulation as a re- 
sult of mergers. 
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Designed by Count Alexis de 
Sakhnoffsky this de luxe, stream- 
lined automobile is part of the new 
line of juvenile wheel goods made 
by The Murray-Ohio Mfg. Co., 1115 
E. 152nd St., Cleveland, Ohio. 


plentiful, many of them being 
streamlined. One interesting new 
wheel goods item, the Ski-Skoot. 
was in the form of a miniature 
ski. mounted on roller skate 
wheels and equipped with cush- 
ion rubber bumpers. This item 
was designed to give the user 
some of the thrills of skiing plus 
the exercise of roller skating. An- 
other very new skate, “Roll-King.” 
has rubber tires, with rubber 
cushion at the “knee-action” axles 
and rubber sole and heel treads. 

One manufacturer of wheel 
goods showed a new scooter, made 
of tubular steel and equipped with 
a seat and bicycle axles. Veloci- 
pedes of various makes reflected 
the streamline thinking of young- 
sters as did automobiles and 
coasters, many of which while 
not brand new have been im- 
proved as to lines, finish and 
color. One manufacturer of a 
wide line of wheel goods showed 
a de luxe, streamlined, super- 
charged automobile, designed by 
a famed automotive stylist. 

With the interest of adults and 


Built to scale this electrically oper- 
ated locomotive is a six-wheel Hud- 
son-type model. The American Fly- 
er Mig. Co., 2219 S. Halsted St., Chi- 
cago, Ill., showed this eye-catching 
number. 





children continuing strong — in 
games concerning stock deals. 
real estate and other trading ac- 
tivities several new ideas were 
introduced. One game, “Bulls 
and Bears.” features stock trading 





Supplementing its line of modern 
day bicycles with this scooter, The 
Colson Corp., Elyria, Ohio, interest- 
ed many people. This vehicle is 
constructed of tubular steel and is 
equipped with bicycle axles and a 
seat capable of supporting a full 
grown adult. 





Interest in stock trading and real 
estate games still runs high. so 
“Bulls and Bears” by Parker Bros., 
Inc., Salem, Mass., created consid- 
erable comment. Players try to cor- 
ner different stocks and drive oppo- 
nents into “bankruptcy.” Charles 
Darrow, inventor of “Monopoly.” con- 
ceived this entertaining game. 


with players attempting to get a 
“corner” on stock issues with the 
object of “bankrupting” other 
players. Other new games deal 
with the solution of crime and 
the apprehension of criminals 
with clues and other equipment. 
Modernized versions of the old 
vame of “jack straws” for both 
children and adults incorporated 
large colored sticks, the object 
being to lift and detach as many 
sticks from the heap as possible. 
without disturbing other sticks. 

A brand new newspaper game. 
“Flash! — News,” concerns the 
building up of circulation through 
“mergers” and the completion of 
“newspaper” pages, plays being 
controlled by dice and_ instruc- 
tions on cards on the back of 
which are “headlines,” news items 
and pictures. Players “make-up™ 
their own papers, and have to 
avoid news items which are of 
libelous nature. 

Table tennis, “Ping-Pong”. and 
hadminton equipment continued 
to attract buyers, sets ranging 
from inexpensive numbers for 
youngsters to elaborate quality 
lines, of colorful appearance, for 
adult fans. Bingo games inter- 
ested many at the fair showings. 

Dolls, which are ever being im- 
proved as to appearance, durabil- 
ity, clothing and other accessorie :. 
were shown in a variety of new 
costumes. One interesting new 
idea was the hair curler included 
with each new Shirley Temple 
doll, permitting little girls to ac- 
tually curl the doll’s hair. Stuffed 
animal toys were offered in more 
attractive costuming. Many of 
these items are now furnished 
with costumes tying in with car- 
toon, radio and screen characters. 

Complete construction kits of 
wood, metal and other materials 
for building airplanes, boats, lo- 
comotives, etc., continue to be 
popular with more attention being 
given to material for building 
models of accurate scale. One 
company showed equipment for 
building working model railway 
equipment to scale in kit form 
designed to interest adult hobby- 
ists. 

Juvenile and miniature furni- 
ture--some built to scale—was 
offered in new finishes, styles and 
sizes. Composition furniture for 
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complete rooms attracted atten- 
tion, sets being offered in the 
most up-to-date modernistic styles, 
as well as in designs of older 
periods. 

Because each generation, like 
the one before it, evinces interest 
in “playing house” many new 
kitchen play materials were ex- 
hibited. While electrical ranges, 
which actually cook, are not new 
increased interest in these “home 
needs” has been developed by new 
styling. Miniature kitchen sets 
with ironing boards, miniature 
waffle irons, clothes pins, etc., 
were among the interesting play 
sets shown. 

Miniature stop signs, pick axe 
and shovel, a tractor and trailer, 
with moving rubber tired wheels, 
a wheelbarrow and several other 
highway construction needs were 
included in a set for boys shown 
by one old established toy manu- 
facturer. Casting sets for making 
metal soldiers and other figures 
continued to be popular. New in 
the line of “casting” equipment 
were sets using rubber molds and 
plaster for creating figures simi- 
lar to those formerly made only 
with metal caster sets or kits. 
Paints and paint brushes with 
these various sets enable young- 
sters to color the figures té their 
own taste. 


Streamline Trains 


Interesting streamline trains in 
colors—some to actual scale—in 
electric, mechanical and _ pull 
models were offered with im- 
provements over previous models. 
One company offered a locomo- 
tive built to scale and designed 
to represent the six-wheel drive 
Hudson type steam locomotive, 
electrically operated. The loco- 
motive was offered as an individ- 
ual unit with coal tender, or as 
part of a freight train or in con- 
junction with a passenger train 
set. Outstandingly new in the way 
of railroad equipment was the 
new “Flex-i-track,” flexible elec- 
trical track, which can be curved 
in any direction or fixed so as to 
create a “grade.” The new track 
may be used in conjunction with 
rigid tracks, switches and cross- 
ings, etc. 

With many sleds following 





MAY 20, 1937 


modern streamline designs one 
company had an even more in- 
teresting idea—the Ski-Plane—a 
three-runner sled, with the center 
runner in the form of a ski. The 
two side runners, controlled by 
spring equipped handles, may be 
raised or lowered at will for 
turning or balancing. 


New Blocks 


A variety of new wooden block 
sets was shown. Designs of flow- 
ers, furniture, men and women. 
tents, alphabetical letters, etc., 
may be made from the colored 
Design Blox, as they are known. 
Another company offered “T-G” 
blocks, in sets listing at $1 and 
$2, for constructing a varietv of 
bridges, houses, etc. Machined 
with tongues and grooves for in- 
terlocking, these blocks are stained 
with harmless vegetable colors. 
Materials for roofs, awnings. etc., 
are included. 

With youngsters more and 
more interested in things asso- 
ciated with cartoon, radio, stage 
and screen characters such as 
Mickey Mouse. Donald Duck. 
Buck Rogers. Bob Burns, etc.. 
many new play items are related 
to those folks or characters. One 
of the newest tie-ups is with Bob 
Burns, radio star. and his famed 
Bazooka in the form of the Bob 
Burns Bazooka Kazooed, the Ba- 
zooka being patterned after the 
unique musical instruments used 
by that comedian of the air and 
screen. 

Doll carriages, like other wheel 
goods, reflect the changes in the 
styles of carriages used for real 
babies, in new models with 
streamlined effects and new deco- 
rations. 

Considerable new merchandise 
in popular prices was shown, such 
as composition sets of airplane 
models, small cast iron automo- 
hiles, airplanes, etc. 

To the hardware dealer the sale 
of toys and bicycles offers a 
steady volume that is well worth 
going after. Throughout the 
United States there are town and 
country hardware stores—both big 
and small—which find toy and 
bicycle selling a very profitable 
field, while others confine sales 
of that merchandise — excepting 





for bicycles and other wheel 
goods—to the Christmas season. 
With well informed parents real- 
izing that toys are no longer just 
something to keep little Willie 
“out of mischief” more attention 
is being given to providing boys 
and girls with playthings that 
have educational value. Toys that 
create the desire to be doing some- 
thing of a creative or constructive 
nature are being sought by wise 
parents today. 

Hardware stores can and should 
have a larger slice of the big toy 
market—which last year approxi- 
mated $200,000,000 and promises 
to be much larger in 1937. Hard- 
ware dealers can get a_ bigger 
slice of the more than 1,300,000 
bikes sold last year. Like toys 
this year’s market for bicycles 
will be even larger. To cash in 
to a greater extent on the huge 
toy and bicycle sales hardware- 
men must, like their competitors 
of various types, give these lines 
window display space as well as 
prominent display inside their 
stores. And dealers will have to 
advertise these lines to collect 


dividends. 


Attract Children 





Youngsters flock to stores—no 
matter what kind of establish- 
ments they may be—if they can 
see toys, dolls, games, wheel 
goods and so-called “craft” sets. 
When children visit a store with 
their parents and they know there 
is a toy department there—no mat- 
ter how ‘small the department 
they are constantly after their 
folks to see the toys. The dealer 
who caters to this constant inter- 
est and need builds business in 
other lines for the youngsters 
naturally buy things their parents 
send them for in places that 
stock items of interest to them- 
selves. 

With American toy manufac- 
turers producing more and more 
popular priced items of everyday 
appeal to young boys and girls 
as well as higher quality toys the 
hardware dealer who neglects 
toys is overlooking some nice 
dividends. Because a growing 
child’s interests and needs in the 


(Continued on page 58) 



































































Trouble with a Partner 


ERE is a letter that ought 
H to strike a responsive 

chord. It fits in nicely 
with another correspondent’s let- 
ter, answered in a recent article, 
about forming a partnership with 
some of his employees. 

I have acquired the reputation 
in certain quarters of being a 
“partnership hater.” That is be- 
cause I have advised so many peo- 
ple not to go into partnership 
and have written against it for 
years. 

There are no statistics that I 
know of, but I would wager that 
the percentage of unhappy part- 
nerships is larger than that of un- 
happy marriages, which is large 
enough, Heaven knows. 

Now the letter: 


In a recent article written by you 
I read where you advised a corre- 
spondent against going into part- 
nership with a couple of employees. 
If I could have read that article 
three years ago it would have saved 
me a lot of grief. I had a salesman 
who sold more than any other, and 
I could not afford to lose him. He 
had an offer from another firm to 
take him in with them on a profit- 
sharing basis, and he came to me 
and said he proposed to take it un- 
less I could do something for him. I 
agreed to give him a share of the 
profits, but he said that was not 
enough—he wanted a partnership in- 
terest. I thought it over, and finally 
agreed to sell him a quarter interest 
at a price that he could pay along 
out of profits. We drew up a little 
agreement and both signed it. 

Since then he has spent more 
time arguing about how the busi- 
ness was run, and bossing the other 
salesmen, than he has selling goods. 
I have not been able to get anything 
like the same results out of him 
that I did when he was a salesman. 

He has a cousin graduated from 
law school about year ago, and the 
two of them talk together and my 
man brings in ideas every day or 
so, and we argue over them for 
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By ELTON J. BUCKLEY 


Some sage advice on 
simple partnerships 
from 
an attorney-at-law 


hours. If I could get him out I 
would do it, but do not know how 
I could since he is a part owner. 
He loses no chance to remind me 
of that. Is there anything I can do? 

The help that this correspon- 
dent needs comes just about three 
years too late. He should have 
gotten it—from some experienced 
business man or competent attor- 
ney—before he went into this 
deal. If he had done that, prob- 
ably all the things that he now 
knows by unpleasant experience 
would have been pointed out to 
him. 

Even now I suggest that he go 
to the best local attorney he can 
get and see what he can do. I 
assume that such an attorney 
would advise him substantially as 
follows: If the “simple” partner- 
ship agreement is what I would 
expect to find it, it probably con- 
tains no termination date. That 
means it can be,ended at will. 
But ending it may take him into 


court. First, however, he ought to 
offer to sell his share or buy the 
other man’s share. If they can 
get together on figures, the dis- 
solution can be arranged very 
simply. If they can’t agree on 
figures, the court will have to be 
appealed to dissolve the firm, 
which usually means liquidation 
or winding up, though not neces- 
sarily the end of the business. The 
assets will be sold for the best 
figure, either publicly or private- 
ly, the debts paid and the balance 
divided between the two partners, 
three-quarters and one-quarter. 

There is nothing that can pre- 
vent two incompatible partners 
from incessantly arguing with 
each other, nothing that gives 
either the absolute right to domi- 
nate the other. You would think 
that the major owner could dom- 
inate the minor, but if the latter 
refuses to be dominated, all you 
can do is to dissolve the partner- 
ship. 

These people ought by all 
means to separate—they will 
never get along together. 

Many a first-class salesman 
drops to second or third class 
when he becomes an executive. 


Up to 20 Tons of Steel 
Used On a Well-Equipped 
150-Acre Farm 


O equip a 150-acre grain 
and dairy farm with a full 
complement of agricultural 
implements and equipment made 
of steel would require nearly 20 
tons of steel, according to the 
American Iron and Steel Insti- 
tute. 
Almost 15,000 Ib. of steel 
would be used in fencing the 


farm, if all-steel fence were used, 
while more than 21,000 lb. would 
consist of the steel in the agricul- 
tural implements, both machinery 
and hand tools, suggested by 
farm authorities as ideal equip- 
ment for a 150-acre farm raising 
principally grains and potatoes. 
Steel would also be used in dairy 
(Continued on page 86) 
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Strict Replacement Policies Are Needed 


To Curb Unwarranted Tool 


Replacements 


Unchecked the Practice of Some Mechanics 


Demanding Replacement on Worn or Abused 


Tools Is Actually a Vicious and Costly Racket 


URING the recent lean 
D years some mechanics have 

discovered a most profit- 
able racket whereby old tools are 
deliberately abused to obtain new 
tools through replacement claims. 
Some mechanics have taken new 
tools, obtained through unfair re- 
placement claims, to pawn shops, 
making a nice profit for them- 
selves. 

Even with generally improved 
business there are some mechanics 
who have turned to the tool re- 
placement racket as a means of 
making money, with “hock shops” 
as their outlet for brand new mer- 
chandise obtained by returning 
deliberately damaged tools. Other 
mechanics faced with a month or 
two of inactivity due to strikes 
have resorted to the same racket 
to earn a little “easy money.” 

An official of Kraeuter & Co. 
reports that during a visit to a 
western city he recently saw what 
was pointed out to him as “the 
largest tool stock in the city,” at 
that particular time. The large 
stock was in a pawn broker’s shop. 
Most of the tools were brand 
new, having been converted into 
cash, after old and deliberately 
abused tools were turned in for 
replacement at legitimate outlets. 
The same manufacturer states that 
he positively knows of carpenters 
who bought one hammer during a 
period of twenty years and had 
six or seven hammers replaced 
free of charge. With such rackets 
easy to work the same manufac- 
turer asks, “Why should a me- 
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chanic buy an 8-inch plier if a 
6-inch plier, costing him 50 or 
75 cents less, can be purchased 
and be replaced in case of break- 
age or abuse? Why should he 
buy a No. 7 tinners’ snip if a No. 
9 will cost him so much less, 
knowing that when he has abused 
the smaller snip he will get an- 
other one free of charge?” 
Unfair replacements of tools 
costs thousands of dollars in lost 
sales, every year, constituting a 
very expensive though seldom 
publicized tax on legitimate hard- 


ware dealers, wholesalers and 
manufacturers. While not all re- 
placements that are requested are 
the direct result of intentional or 
deliberate abuse, there are often 
cases where a customer knowing 
that replacements are easily ob- 
tained will not be too careful 
about the use and care of a good 
tool. 

Take pliers as an example of 
a tool which can be abused easily 
where there is the desire for an 
unfair replacement. Even the best 
made pliers can be damaged when 
used as a lever for prying. Dur- 
ing lean years, mechanics will 
buy pliers that are lighter and 
smaller than the models they 
would ordinarily buy as a means 
of saving money. While there 
may be no intention, when the 
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Examples of misused and abused tools. 


1. At least 18 years old. Worn out and jaw broken in vise. 2. Cutting edges 
ground so they do not meet. Handle deliberately broken to claim replacement. 
3. Nose bent out of shape. Badly ground—preventing use as cutter. 4. At least 
15 years old. Cutting edge destroyed by bad grinding. Tip of one handle 
broken by prying—other handle broken deliberately for replacement. 5. Simply 
abused and worn out. 6. Cutter ruined by grinding. 10. Face of jaw and flat of 
handle ground—one handle straightened by prying. 
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More examples of abused tools. 





13. Jaws ground down to half size and temper drawn so that edges are too 
thin and are badly nicked. 14. Cutter ruined—burnt by live wire—one handle 
broken by prying. 16. Teeth worn and altered by grinding. One handle ham- 
mered straight—or bent by prying. Other handle deliberately broken to claim 
replacement. 18. Badly burned by live wire in two places. Cutting edge ruined. 
Jaw deliberately broken for replacement. 19. Entirely worn out. Tried to break 


handle to claim replacement, but simply bent it. 


21. Jaws worn out—badly 


hammered—both handles straightened by prying. Below: 21. Jaws still good. 
but one handle broken by prying—the other badly mutilated and bent by ham- 
mering. 22. Jaws still good, but one handle broken by prying—the other deliber- 


tools are purchased. to use them 
in obtaining unfair replacements, 
there is an intentional using of 
equipment for work for which it 
was never intended. Pliers which 
will last for years, when properly 
used, will not stand up when 
squeezed in a vise, hit with a 
hammer, used as a lever or used 
on work for which heavier tools 
are needed. 

To assist dealers, wholesalers 
and itself in meeting the menace 
of the replacement racket the 
Kraeuter & Co. has instructed deal- 
ers and wholesalers as to the lim- 
its of its guarantee. The company 
points out that tools showing any 
defects within 60 days should be 
returned to the factory “for re- 
placement inspection” as “any de- 
fect will show up within that 
time.” Emphasizing that its in- 
spection department will always 
be more than fair in its decisions 
the company urges dealers and 
wholesalers to impress upon too! 
buyers the necessity of buying 
tools large enough and_ strong 
enough for the work on which 
they will be used. The company 
refuses to replace tools that have 
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ately broken to make claim for re- 
placement. 23. Fifteen years old—en- 
tirely worn out. Deeply pitted with 
rust—one handle bent by prying. 25 
and 26. Have been used as wedges 
and improperly removed by striking 
flat side instead of edge-wise. 27. 
Cutting edge in perfect condition. 
but has been abused by sstriking 
head at an angle instead of direct 
blow. 28. Used a long time satisfac- 
torily, but cutting edge badly re- 
ground — otherwise would have 
given much longer service. 





been burned on live wire: on 
which names or numbers have 
been stamped in with steel die 
and hammer; worn out from 
lengthy service or on which re- 
pair jobs have been attempted. 

While the belief that, “The 
customer is always right” may be 
a good one in some lines of busi- 
ness, it is neither fair nor legical 
in the handling of complaints on 
misused tools. Where the dealer 
or wholesaler has any doubts as 
to the fairness of a claim the best 
plan is to submit the claims and 
the damaged merchandise to the 
manufacturer for a fair decision. 

Interesting are the “exhibits” 
collected by Kraeuter & Co., Inc., 
Newark, N. J., of tools on which 
unfair claims have been made. 
Some of these “exhibits” are re- 
produced in these pages. They 
range from pliers entirely worn 
out—two of them being at least 
fifteen years old, when brought 
in for replacement-—to 
which have been generally abused. 

When a dealer or a wholesaler 
makes a replacement on a tool 
that has been intentionally or 
carelessly damaged and knows 
that the damages are the result 
of improper treatment he is just 
cheating himself out of extra 
sales. Often when a hardwareman 
allows one of the unfair replace- 
ments he is opening the gates for 
a flood of such “goodwill” re- 
placements. 


tools 


Toy Fair 
(Continued from page 55) 
way of toys changes with his or 
her growth, a toy department has 
an ever active market. 

Toys are no longer something 
to give a child only on his or her 
birthday or at Christmas. Toys 
are now more generally recog- 
nized as everyday necessities by 
educators and ‘parents and with 
that recognition the year “round 
toy market is steadily broaden- 
ing. The hardware dealer is in 
a particularly good position to 
merchandise toys in towns or sec- 
tions where other companies 
merely “keep” toys. Like any 
profit maker the line must be 
merchandised. 
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& FEATURES MAKE THIS GRAIN SCOOP 


THE CUSTOMER'S CHOICE 


@ Grain Scoop users want a tool that lightens the 
work and gives them more for their money. They 
choose the New Bantam Brand TRUE TEMPER 
Scoop because its five exclusive features give them 


both of these advantages. These are the features: 





1. BANTAM, FEATHER-WEIGHT 





Lighter weight and beautiful balance makes this the 
easiest Grain Scoop to use. 





2. DEEP BOWL 





Bowl is shaped to hold a maximum quantity of grain. 
Requires fewer motions. 





3. HEAT TREATED BLADE 





Heat treating and tempering in special electric fur- 
naces gives the correct combination of toughness and 


strength for longer wear. 





4.TWO RIBBED BLADE 





Scientifically placed corrugations act as ribs to stiffen 
and strengthen the blade—relieve bottom friction 
in shoveling. 





5. STURDE-STEEL D TOP-HANDLE 





Makes it easy to replace handle if it is broken by 
running a truck over it or by other abuse. 


To make your Grain Scoop line the “Choice of 
Customers,” stock the Bantam TRUE TEMPER 
Feather-weight Models. Your jobber’s salesman 


will gladly quote you. 
THE AMERICAN FORK & HOE CoO. 


Makers of Essential Tools e« CLEVELAND, OILIO 


FORKS © RAKES © HOES © SHOVELS © AXES © HATCHETS * HAMMERS © SCYTHES + FISHING RODS AND BAITS ¢ GOLF SHAFTS 
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FOR RETAIL 
HARDWARE STORES 
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New and Improved Merchandise—Display Helps—Sales Literature— 
Window Trims — New Packages— New Colors —Catalogs 


Streamlined Padlock 





Made of heavy metal, chrome-plated 
and is equipped with 5-tumbler cylinder 
mechanism and two keys. Has a wider 
non-twisting shackle opening. Stream- 
lining has removed all rough edges and 
jagged corners. It is also furnished 
with a steel cable, covered with molded 
rubber and hardened end clips for 
bicycles and other items that cannot 
be accommodated with the ordinary 
padlock shackle. Available in chrome 
lock and green cable or chrome lock 
and red cable. Wayne Lock Co., 401 
St. Jean St., Detroit, Mich. 


Ingo-Bike Sizes 





Ingo-Bikes are now being made in 


three sizes, the Senior, Junior and 
Juniorette, the latter two new. The 
Juniorette is for 5- to 15-year-olds and 
carries up to 125 Jb.; the Junior, for 
10- to 20-year-olds, and carries up to 
175 lb.; and the Senior, for everyone 
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12 years up, and carries up to 250 lb. 
Ingo-Bikes are not scooters but pneu- 
matic “two-wheelers.” The eccentric 
rear wheel is propelled by the body 
weight together with a slight pull on 
the handle bars while standing on the 
steel spring riding platform. Distributed 
nationally by American Flyer Mfg. Co., 
2219 S. Halsted St., Chicago. Made by 
Ingersoll Steel & Disc Division, Borg- 
Warner Corp. 1030 W. 120th St., 
Chicago. 


Western Xpert .22’s 





Xpert .22 short and long rifle car- 
tridges have been added to the West- 
ern line at the same price as ordinary 
.22 cartridges. The long rifle cartridge, 
the maker states, is built of exactly 
the same components as Super-Match, 
and the short and long cartridges are 
comparable in quality and accuracy, 
up to the limit of possibilities of short- 
range ammunition. The Xpert .22 long 
rifle has a muzzle velocity of 1180 ft. 
per second, yet its mid-range height of 
trajectory at 100 yd. is only 3.86 in. 
Xpert .22’s are loaded in brass cases. 
They’re said to be smokeless and non- 
corrosive, with lubricated lead bullets, 
insuring longer life for the rifle barrel. 
The Western color scheme of red, yel- 
low and blue has been embodied in the 
design of the Xpert .22 boxes. Western 
Cartridge Co., East Alton, Ill. 


Home Laundry Equipment 





Five individual lines of washing ma- 
chines and two of automatic rotary iron- 
ers are included in the 1937 Hotpoint 
home laundry equipment for 1937. 
Three of the washer lines are offered 
in both standard and deluxe models, 
with the remaining two in deluxe style. 
The ironer lines include a standard and 
deluxe line, and a standard wringer 
post rotary ironer. The outstanding 
feature in the washer models is the 
Thriftivator, providing three separate 
zones of washing action. In the new 
ironers, the roll moves to the shoe and 
not the shoe to the roll. They have 
long-life heating element; fully en- 
elosed motor and an adjustable thermo- 
stat heat control. Washers and ironers 
carry a one year written guarantee on 
material and workmanship. Edison Gen- 
eral Appliance Co., Inc., 5600 W. Tay- 
lor St., Chicago. 
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| METAL [OP ANOBS & PULLS 


THE HOLLYWOOD SERIES:OF KNOBS AND. PULLS, ILLUS- 
TRATED ON THIS PAGE, ARE OUR VERY LATEST—BEAUTIFUL 
IN APPEARANCE, AND LOW IN PRICE! 

THE METAL TOPS ARE MADE OF SOLID BRASS AND CAN BE 
SUPPLIED IN CHROMIUM OR ANY OTHER FINISH. 


— 
— 


DRAWER PULLS *” fic DRAWER KNOBS 
fo. 2160 Crystal if " = - = & No. 2150 Crystal 
. 2161 Black ee ; No. 2151 Black 
. 2162 Green 4 : is 7 . 2152 Green 
. 2163 Amber ~~ . 2153 Amber 
. 2164 Opal Fr hte, * 2154 Opal 
ALLE CT Ca, a | . 2155 Blue 
. 2166 Red ‘Fig ' mt . 2156 Red 
. 2167 Ivory a < . 2157 Ivory 


PRICES APPLY TO ALL FINISHES ON METAL PARTS 
PLEASE ORDER BY NUMBER 


MANUFACTURED BY 


TECHNICAL GLASS CO., INC. ( TESCO} LOS ANGELES AND NEW YORK 


Los Angeles office—2050 East 48th St. New York office—561 Broadway 
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ABW Announces ; 
THE NEW ABW 


STEEL GOODS LINE E 
———_, @ It’s here! A new and complete 9 

























line of Steel Goods—Forks, Hoes G 
and Rakes. For more than six years th 
ABW has been preparing for this W: 
important announcement. The ke 
line is complete. ABW is ready to oh 


execute your orders. ow 


The line is standard. The dimensions, 
the weights, the balance of the tools 
are identical to those you bought 
from other sources for many years. 
They are equal to our Standard 
grades of shovels, spades and scoops. 
They will be labeled with our die 
pressed two-color marking.They will 
have handles made only from second Hi 
growth selected Northern Ash. 


The new line wll be made in four grades: 


Ist Quality. .... Ames Brand 
2nd Quality . . . Knoxall Brand 
3rd Quality ..... Owl Brand 
4th Quality .... Robin Brand RA 


Ath Your Jobber 






















AMES BALDWIN 


PARKERSBURG, W. VA. 





1NEW AND COMPLETE LINE OF 


S FORKS: HOES -RAKES 





Ready For Immediate Delivery 



























te @ Realizing the complexities of the Steel 
eS Goods Line and the problem resulting 
rs therefrom, to distributors and the Hard- 
is ware Trade, every effort has been made to 
le keep this new line simple but at the same 
of time complete. The ABW line will fill 

every requirement. Place your orders now. 
S, i.) 


FORKS: Hay, Alfalfa, Barley, Manure, Header, 
Dakota Grain or Header, Kansas Header, 
Baling, Press, Light and Heavy Spading, 
Ensilage or Barn, Vegetable, Coke, and 
Stone or Ballast Forks. 


HOOKS: Potato, Manure, and Stone. 


d HOES: Field or Garden, Sugar Beet or Nursery, 
Le Boys’ or Ladies’, Goose Neck Planter, Straight 
Shank Planter, Straight Shank Cotton, 
Straight Shank, Regular Goose Neck, Light 
Weight Goose Neck, and Texas Cotton Hoes. 








Cotton Chopper, Blackland, Meadow, Mortar 
Mixer,Mortar,Warren,and Planters’ Eye Hoes. 





—_memheih >= 


RAKES: Round Bow, Flat Bow, and Level Head. 


Ash Your Jobber 




















WYOMING COMPANY 


NORTH EASTON, MASS. 















Package Award To Lowe 





The new packaging and labels for 
the Lowe Paint line received the Bronze 
Award in the labels and seals group 
in the 1936 All-America Package Com- 
petition. One basic design unifies the 
entire line; the various product labels 
differing only through the use of indi- 
vidual color combinations. Lowe Bros. 
Co., Dayton, Ohio. 


Electric Flasher Sign 





For Interstate bath sprays. It uses 
color; is three dimensional, attractively 
finished and easily installed. Offered 
free with a special deal for a limited 
period. Maker states features of bath 
sprays are: suction gripper, which 
clings firmly to any smooth bathroom 
wall, and an adjustable nozzle which 
fits any faucet. IJnterstate Rubber Co., 
472 Broome St., New York City. 


Eveready Battery Package 





A battery container has been devel- 
oped with which dealers may make a 
“B-C” pack for almost any battery radio 
set by using regular, standard “B” and 
“C” batteries out of stock. This new 
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Eveready 
made of strong, durable corrugated 


“B-C” Battery Package is 


board, finished in mottled walnut 
brown. It holds three large size, heavy 
duty “B” batteries and up to three 
4% volt “C” batteries. Plug-in con- 
nections to battery cable are made in- 
side the package, cable passing through 
a small round hole in the end. Shipped 
flat in one piece, the package is easily 
set up and locks together to form a 
sturdy container. Instructions included. 
National Carbon Co., Inc., 30 E. 42nd 
St., New York City. 


Nesco Cooking Set 





This new Delphinium Blue “Top- 
Stove Cookery Set,” No. 495, is packed 
complete in one carton, containing a 
tea kettle, covered pot and double- 
lipped sauce pan in stainless enameled 
ware and salt and pepper set in Gar- 
den Girl japanned ware, together with 
a colorful point-of-sale display card and 
a free copy of Nesco’s new book, “1000 
Helps and Hints for House and Home.” 
Complete promotional helps, consumer 
folders, store employees’ handbook, 
newspaper ad mats and cuts are offered 
the dealer in tying in with Nesco’s 
national program. Other special sets 
have been designed to enable the re- 
tailer to build up his unit of sale to a 
complete kitchen ensemble, with this 
set as a starting point. National Enam- 
eling and Stamping Co., Milwaukee, 
Wis. 


Night Latch For Stiles 





No. 210, designed for mounting on 
narrow lock stiles without over-hand. 
Differs from standard Ilco models only 
in length and is said to incorporate all 
latest developments in cylinder lock de- 
sign. No. 210, equipped with either 
five disk-tumbler patented non-spill or 
five pin type cylinder, furnished with 
three milled nickel silver keys. Inde- 
pendent Lock Co., Fitchburg, Mass. 





Gold Stripe Brush Display 





Contains two popular items of both 
flat varnish and wall brushes of the Gold 
Stripe Line. Made of durable heavy 
gage wire, sturdy construction. Al- 
though it is light in weight, it holds 
several of each size of the brushes dis- 


played. Pittsburgh Plate Glass Co., 
Rennous-Kleinle Division, Baltimore, 
Md. 


Billings Chain Pipe Vise 





ELONGATED 


AND 


KNUALED 


A new feature of this vise is its heav- 
ily knurled elongated adjustment nut 
which the maker states provides a grip- 
ping surface for rapid taking up the 
slack in the chain. A partial turn of 
the handle is sufficient to clamp the 
vise. Interference between handle and 
bench is avoided. This improved vise 
is made entirely of steel; base, handle, 
and jaws are drop forged; chains heav- 
ily constructed for rugged work. Made 
in four sizes with capacities from % in. 
to 8 in. pipe. The Billings & Spencer 
Co., Hartford, Conn. 
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TO THE ENTERPRISING DEALERS 


who are following Mr. Brownell’s course, “Taking the Mystery out of Builders’ 
Hardware,” here is a list of Stanley class numbers, for items on the chart in 
the first installment. 


MODEL STOCK 








ITEMS 
BUTTS AND HINGES 
s 3 pr. 3 pr. 3 pr. 6 pr. 3 pr. 3 pr. 
Re TR, GIG onic ciisnescccsccesssicaniosesnssessons K241F K241 A4 K241N o.oo 241 A4 241 N eae) ae 
. , 3 pr. 3 pr. 3 pr. 50 pr. 25 pr. 12 pr. 6 pr. 
Standard Butts, 344x314 000.0... ceccssseseseeseseeees K241F K241 A4 K241N 241 F senbtens 241 A4 241N 241H anes 
3 pr. 3 pr. 3 pr. 10 pr. 6 pr. 6 pr. 
I TIE, BB ovis sccccsssscccsenccsssscecaescss ‘ K241F K241 A4 K241N 241 F Saceea 241 A4 241N amu? MW uate 
‘ P 6 pr. 36 pr. 24 pr. 24 pr. 
ae K289 N yt ee eo 289 A4 cen (errs 
. 24 pr. 24 pr. 24 pr. 
Surface Hinges. Leoccccesecscosececeescseccscssensccssccseccocecccy 8 8606» eseasens =i ictcecese = iit 1478 Fo [oc 1478 A4 1478 N 
FLOOR HINGES 
6 set 3 set 3 set 
EE en ee mene oe 155 F Sisal 155 A4 oe en | ere 
SURFACE BOLTS 
Nghin 6 only 4 only 2 only 
PN hs sosstncckisexcssnccscesepecisdancanstcsoueeed conte science, «= cannes 379 F arenes 379 Aa | 379N 
gan , 4 only 2 only 2 only 
PU PR iascsccsasecssasicccscenscvencccsstvesssdenssuen basen a Soe 366F | 366 A4 | 366 N 
EIN co ictoricccricocsnugaenneh Anse ee ae pine | ne phy A hfe 
re rrciicsiccnmaninnnsee | xtssces me, Gee 4 oF te Phy A 
I iii isos tics sasesrionategs  eeorees eee Me tae — Soe 
ee a rtiittioeticctoncime sons ca |) dec 4 —_ dsbenzes pA A 
DRAWER PULLS 
2 doz. 2 doz. 2 doz. 
Ca I ike ec cciiticiiicnnicln <cuin ren, ee 470 F : 470Aa| 470N |v loco 
SASH LIFTS 
4 doz. 2 doz. 2 doz. 1 doz. 
Hook Type I csstessccnsatcabincutaiscsenmacciee Silesond . 486 F dienes 486 A4 486 N 486 H 
































Use this list as your guide in specifying your initial stock order. Start right 


now to build your stock with STANLEY HARDWARE of undisputed quality. 





[ STANLEY ] 








THE STANLEY WORKS 
NEW BRITAIN, CONN. 
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McKay Trailer Chain 

















Serves as an emergency connection 
between motor car and trailer, in case 
the regular hitch lets go. May be used 
either singly or in pairs but maker 
recommends a pair, hitched diagonally, 
for most efficient action under varying 
road conditions. A McKay “Klip Lock” 
fastener at each end is designed to 
lock into any link of the chain so that 
the chain itself can be run through a 
ring, around a brace or bumper, or 
to any other point of attachment and 
properly fastened without difficulty. The 
UcKay Co., Pittsburgh, Pa. 


Standard Pipe Fittings 





























The Dresser Style 65 Fittings, the 
maker states, require nothing but an 
ordinary wrench to complete a joint in 
a few moments, thus eliminating cut- 
ting of pipe to exact lengths, threading, 
grooving. Haring, or screwing up joints 


Ever-Ware Door Closer 


in cramped quarters. The complete line 
includes standard and extra-long coup- 
lings, ells (both 45 and 90 deg.), and 
tees, all supplied in standard steel pipe 
sizes. S. R. Dresser Mig. Co., Brad 
ford. Pa. 


Ingersoll Rist-Arch 





Has a curved case to fit the wrist; a 
precision movement, fitted with two 
V-jewels at the balance points. Case 
is slim. rectangular and chromium 
plated; crystal, unbreakable; available 
with a stainless metal ratchet band or 
black perspiration-proof leather strap. 
\ window piece, displaying one watch 
and focusing attention on its curved 
case, is offered. Retail price of the 
watch is $3.95. The Ingersoll-Waterbur\ 
Co.. 30 Irving Place, New York City. 


Garden Hose Coupling 





“Red Cap”—-maker states it’s water 
tight: won't kick, and can be snapped 
on and off easily, and swivels freely. 
Eclipse Machine Co., Elmira. N.Y. 








Maker states its powerful check and 
positive silent closing action is never 
impaired since there are no washers to 
wear. Simple adjustment regulates 


MAY 20, 1937 


closing speed for weather changes and 
latching. Said to be rust-proof and 
leak-proof and fits between any set of 
doors, either right or left hand. No. 1 
(shown) for light and medium weight 
screen or inside door opening, 90 de- 
grees; No. 2 for heavier storm and in- 
side door vepning 135 degrees. Ware 
Bros., 4458 W. Lake St., Chicago. 





PLEASE SING FOR ME THAT SALES 
MELODY CALLED TING-A-LING LING, 
TING-A-LING LING! _,. 

















THEY'LL LIKE THE REST BUT THE 
NOTES THEY'LL LIKE BEST GO 
TING-A-LING LING, 
TING-A-LING LING! 







THE DUET THAT’S ALWAYS 


“A NATURAL" 


Sweet music in any dealer's ear is the 
song of a cash register ringing up 
sales. Pe and Ko, the amusing Pe-Ko 
Jar Ring Twins, are a natural—a sister 
act appearing in 3500 newspapers 
and national magazines reaching the 
rural markets—that will ring the bell 
for Pe-Ko dealers everywhere. 

Action and comic dialogue that 
punch home sales points—favorably 
and unforgettably—are the “‘behind- 
the-scenes” secrets of the 1937 Pe-Ko 
National Advertising Program. Mil- 
lions of women will see these clever 
ads just before and at the peak of the 
preserving season... millions of 
women will demand and buy Pe-Ko 
Edge Jar Rubbers! Packed in attrac- 
tive counter display cartons . .. made 
of the finest heat-and-age-resisting 
live red rubber . . . with two big lips 
that make them easy to apply and re- 
move ... approved by Good House- 
keeping Institute and the Household 
Searchlight... and-bearing the world 
famous U. S. Rubber Seal of Quality 
—Pe-Ko Edge Jar Rubbers sell them- 
selves! Put the Pe-Ko Twins to work 
in your store! Today! 

If your jobber cannot supply you send 
us bis name and address and we will 
see that your requirements are taken care 
of immediately. 


United States Rubber 
Products, Inc. 


EDGE JAR 
RUBBERS 


Room 601, 1790 B'way 
New York 









United States Rubber Company 
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Lock Opener Set 





imST@UCTIONS 











This complete set of lock openers for 
locksmiths, the maker states is mad: 
of quality Swiss steel and is packed in 
a convenient pocket size zipper case 
with nine differently shaped picks and 
three wrenches, with instructions for 
opening most all locks. Maker states 
under no circumstances will orders be 
filled for these openers unless accom- 
panied with positive proof that it is for 
a legitimate business to be used for 
legitimate purposes. F. W. Stewart 
Mfg. Corp., 340 W. Huron St., Chicago. 


Screw Driver Display 


CRIP fa poof 


For the Non-Skid screw driver. It 
is a colorful, yellow, red and black dis- 
play, holding six sizes of the screw 
driver. The Bridgeport Hardware Mfg. 
Corp., Bridgeport, Conn. 


Newly Designed Flashlight 


Features a lens frame and base of 
rubber. Maker states advantages are: 
If light is dropped, the cushioning 
effect of the rubber protects both the 
lens and bulb; rubber on lens frame 
and base prevents corrosion of those 
parts and eliminates possibility of short- 
ing the light when placed on metal 
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surface, and lacquered rubber frame 
and base blends with polished black 
fiber case to make the light practically 
invisible at night. Hipwell Mfg. Co., 
Pittsburgh, Pa. 








Designed for pulling out and cutting 
cotter pins. As cotter pin is started 
out it is gripped into a special groove in 
the diagonal jaws, which allow for a 
maximum of leverage. Made in 6, 7 
and 8 in. sizes and mounted on display 
card as illustrated. Kraeuter & Co., 


Newark, N. J. 


Come in four sizes with wheels vary- 
ing from 4 by 1 by 5/16 in. to 7 by 1 
by *% in. Wheels are of Carborundum 
Aloxite, metal parts, finished in ver- 
milion and black. Features are: espe- 
cially bonded wheels for use with hand 
tool grinders to insure great cutting 
ability and long wear; tool rest is ad- 
justable for either left or right hand 
operations; has attachment for chisel 
and plane bits; double crank shaft 
bearings give gear support at both ends 
of the shaft, which feature in connec- 
tion with a long one-piece single bear- 
ing, holds gears in alignment despite 
hard use; end-thrust is eliminated by 
use of wide, accurately made spur cut 
gears. A new catalog with discount 
sheet, telling of the complete line of 


Luther grinding machinery and sharp- 
ening stones, in color, and jobbers 
pages, 12 by 12 in. available. Luthe: 
Grinder & Tool Co., Milwaukee, Wis. 


Pullmatch Stand 


Made in several different models. 
The Prince, shown above, has a gen- 
erous size ash tray of black plastic; 
chromium stem and black Bakelite cap. 
Diameter of base, 514 in.; overall height, 
7% in. Packed in gift box with one 
roll of matches. Match refills come 
packed in a can; 250 matches to a 
roll; each match head is individually 
enclosed in a separate jacket and strikes 
only when match is pulled out. This 
makes it impossible to set fire to entire 
roll. American Pullmatch Corp., Piqua, 
Ohio. 


The Dietz “Monarch” and “Little 
Wizard” lanterns have been modernly 
streamlined. The maker states they 
have not only retained their burning 
qualities but in them new features and 
refinements have been developed. One 
of these is a non-tip, broader base oil 
fount. Another feature is a thru-tube 
bail mount, which, when the bail is 
raised, will support it in upright posi- 
tion, if desired, and which the maker 
states, is not affected in ts operation if 
the bail should lose its original contour 
through accident or rough usage. R. E. 
Dietz Co., 60 Laight St., New York 
City. 
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‘FUNNY HOW PEOPLE GO DOWN THAT 
LITTLE SIDE STREET FOR THEIR PAINT!” 





a 
en, 








SHERWIN-WILLIAMS 

















C. T. AID, active at the age 
of 84 as president and general 
manager of the Aid Hardware 
Co., West Plains, Mo., began 
his business career at the age 
of 15. He served for four years 
as an apprentice, working for 
$30.00 a year and board. In 
1880 he entered the hardware 
business with $75.00 cash. 
Through the efforts of his loyal 
employees Mr. Aid has what 
he calls the “Best Small Town 
Store in Missouri,” his store 
long having been a_ general 
merchandise department store. 
Mr. Aid has served his com- 

Cc. T. AID munity in various capacities, 
. having been councilman, and 
later mayor of the city of West Plains. He has also been 
a trustee or director of the West Plains Building & Loan 
Association and of the local Chamber of Commerce. Dur- 
ing the World War he was chairman of the Third Liberty 
Loan Campaign in Howell County. C. T. Aid is a man 
of many hobbies and particularly enjoys raising goldfish 
and baby turtles, tending his garden and growing flowers. 
He is a great-grandfather and has a son, Joe R. Aid, who 
is secretary of the Aid Hardware Co. Mr. Aid also has a 
daughter, three grandsons, a great-grandson and a great- 
granddaughter. 
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HARDWARE AGE 


FIFTY YEAR 
CLUB 


GEORGE E. JEFFER- 
SON, Norwalk, Ohio, likes the 
retail hardware business so 
well that he has devoted the 
past fifty years to it. The 
Jefferson Hardware Co., of 
which he is president, occupies 
the same premises in which he 
started his hardware career- 
in 1886—as an employee of 
the firm of W. R. Little & Son. 
Ten years in the hardware 
field convinced Mr. Jefferson 
that it would be a good idea 
to enter business for himself. 
so he and George W. Whit- 
beck purchased the business 
GEORGE E. JEFFERSON nd changed the firm name to 

Whitbeck & Jefferson. In 
1913, The Jefferson Hardware Co. was formed with Mr. 
Jefferson, D. S. Jefferson and Theodore Studer as asso- 
ciates. The hardware business is more than a business 
with George E. Jefferson, it is also his chief hobby. 





JOHN MARSHALL, 
Jacksonville, N. Y., has been 
a hardwareman since 1885 
‘having entered the employ of 
Hagar’s Hardware, Valois. 
N. Y., that year at the age of 
seventeen. At the age of 
twenty-eight he went with the 
Biggs Co., Trumansburg. 
N. Y., with which concern he 
stayed for twelve years. At 
the age of forty he joined The 
Geo. Worthington Co., Cleve- 
land, Ohio, wholesale hard- 
ware distributors, as a travel- 
ing salesman, representing 
that house for eleven years. 
His next affiliation was with 
the former Buffalo Wholesale 
Hardware Co., Buffalo, N. Y., for fifteen years. In 1933 
he rejoined the Biggs Co., and was active there until an 
injury necessitated his temporary retirement from busi- 
ness. At the present time Mr. Marshall is a part time 
salesman of paints and roofing materials. His main 
hobby has been the cultivation of his garden in which 
he takes considerable pride. 





JOHN MARSHALL 


HARDWARE AGE 

















































PROFIT ar EVERY STEP 


HE complete line of nationally 
advertised Goodyear Hose 
helps in two ways to earn you 
profits. First, you don’t lose any 
sales by not having just what 
each customer wants. Second, 
| you have everything you need to 
———— =< | “step up” individual sales from 
| ree a ees fete lower-priced to higher-priced 
: Ro 5s grades at better profits. 


. 
vel, 


All six brands of Goodyear Hose 
are covered with a specially 
compounded rubber that resists 
cracking and checking due to 
hot sun — and all are “sinewed” 
with a cotton cord carcass* that 
provides long and satisfactory 
service. 


Stock the complete line and be 
ME = set for a good selling season. 
———— a x *k * 

Sell Each Customer 

an Extra Length for 


Home Fire Protection 











*Show Your <u 
Customers g 


oh 
THIS SEAL 


oy app 
SF EGG. 
Pa Cond ae 
— the guarantee of finest 
construction, longest wear 


Ss °° 
OM. 
Kenembles Goodyear also manu- 
factures a complete 
and world-famous line of Transmission Belting, 
Farm Belting, and Fractional Horsepower ~V” 
Belts for refrigerators, washing machines and 
light power-tools. Also, Suction Hose, Water 
‘ose, Steam Hose, Asbestos and Red Sheet Pack- 
ing, etc. Write for price list Goodyear, Akron, 
Ohio; or Los Angeles, California. 
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PROTECT YOUR F 
_ with FAULTLES | «=nCASTERS 


id BS S*! 


Railey-Milam, Inc.— 
First Award 


Faultless Caster 
Window Contest 
Prize Awards 


Beenie B. NOELTING, 
Faultless Caster Co., has an- 
nounced the following winners in 
the Faultless Caster Window Dis- 
play Contest. First prize of $75 
has been awarded to Railey- 
Milam, Inc., Miami, Fla., for sug- 
gesting several uses of Faultless 
Casters in the home in addition to 
displaying the Faultless Deal and 
several pieces of merchandise. 

The second prize of $25 was 
awarded to the York Paint & 
Hardware Co., York, Pa., for 
using a giant caster to focus atten- 
tion on a well-arranged display of 
Caster Deals and merchandise. 
Third prize of $5 went to the 
Ankcorn Hardware Co., Palouse, 
Wash., for displaying the Fault- 
less merchandise and allied spring 
housecleaning items. Fourth prize 
of $5 went to the J. W. Thrasher 
Hardware and Furniture Store, 
Macomb, Ill., for using an ani- 
mated display to demonstrate the 
free swiveling and easy rolling 
features of Faultless Casters. 

Judges of the contest were 
George H. Griffiths, president, 
Harpwakre AcE; Charles R. Isaacs, 
National Retail Hardware Asso- 
ciation, and Clarence B. Noelting, 
Faultless Caster Corp. 

Entries for the contest, which 
closed April 30, were made in the 
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LOORS = RUGS scssjnede 


ae 





form of a photograph of the win- 
dow display, which had to be 
displayed at any time previous to 
~ the closing date. Merchandise 
3 shown in the window had to be 
related to housecleaning or reno- 
vating and each window had to 
io : contain the Faultless display box 
and window display material of- 
fered with the Faultless 5-Star 
Display Deal. The window trim 


hi WOUSE WINES AT iEN 


7 ' included a colorful sign, and two 
o easel-backed display cards, tieing 
Wes. up spring housecleaning with 


Faultless casters and chair glides. 





‘FAULTLESS 
Peanires| 


will never “Jet gou dowr 








FAULTLESS CASTERS 
% GENERAL PAINTS 
S DUTCH KALSOMINE 


% SELF- POLISHING WAX ‘our In 
% PASTE = LIQUID WAX J 


Ankcorn Hardware Co.—Third Award 
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Saturday Evening Post, 
Collier’s, American Home, 
Better Homes & Gardens, 
and Parents’ Magazine. 









H™: evidence of what we are doing to 
give you the best season ever on Bronze 
Screen Cloth! These ads advise the public to buy 
Bronze for window screens. They also tell the 
public to buy standard weight Bronze screen 
cloth. Only standard weight will give the cus- 
omer the fine service he expects from Bronze. 

This friendly warning will build business 
for you if you tie up with it. Offer your cus- 
tomers screen cloth of genuine Bronze, made 
of .0113’’ wire for 16 mesh cloth, and weigh- 
ing 15 Ibs. per 100 sq. ft. Adopt these stand- 
ards as your own in selling bronze screen cloth. 
Your customers. will thank you for helping 
them to avoid sub-standard cloth. 


37254 











Offices and Agencies in Principal Cities 
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Over 8 million readers 
will find Bronze Screen 
Cloth ads in these -— 
magazines: 
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Buy only 
standard weight 


BRONZE SCREENING 





strength in 
cost i 


Screens of bronze (stren, 
f) can never rust .- 


s insignificant. 


ure that your . 
Butbes tandard weight, for light 


weight scree 


gthened cop- 
_retain theif 


definitely. Yet their extra 


ing will no 2 
es > of rough handling. 


the wearand te 


woven 16 





Standard bronze screening, 
meshes to the in 
per 100 sq. 









wie 






THE A 
General Offices: 


ch, weighs 17 Ibs. 
ft. Write for free bookie. 





SCREENS OF , 








MERICAN BRASS 
Waterbury, 






-2Nng is So economical 
£0 use the tem POrary 
ronze screen cloth is 
Fm, and it can never 
ut here’s an important 
fhe weight bronze 
pccasionally offered. 
bronze Screening 
prd weight! Woven 
he inch, it Weighs 
100 square feet. 
free service from 
ns! Booklet free. 


NS OF 27261 










BRASS Co. 
bury, Conn. 


wcipal Cities 













































AnaZowon 





THE AMERICAN BRASS COMPANY, General Offices: WATERBURY, CONNECTICUT 
In Canada: ANACONDA AMERICAN BRASS LTD., New Toronto, Ont. 
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Housewares for 
the June Bride 


(Continued from page 33) 


A half century of 
engineering 


extend to the ceiling and are 
equipped with glass and _attrac- 
tively painted wooden shelves. 
Columns supporting the ceiling 
have been utilized for display pur- 
poses and on some of the columns 
mirrors have been fastened to 
the columns in front of which are 
shelves on which are displayed 
stemware, gift articles, etc. 








progress... 








Sells DIXON'S | 
FLAKE LUBRICATING GRAPHITE 


Power plants of fifty years ago welcomed Dixon's Ticonderoga Flake Lubricating | 


Dixon's Ticonderoga Flake Lubricating Graphite No. | has large unctuous, lustrous | Particularly outstanding, among 
Graphite. It became indispensable for lubri- flakes of the highest grade natural flake | = he be 

cation, for coating gaskets, packing and graphite. In size No. 2, the flakes are finely | the disp a ool = © a 
countless other uses. The qualities inherent powdered. department, is the section given 


over to food choppers, a variety 
of which are shown with parts 
displayed in glass containers on 
a table. Other glass containers 


in Dixon's Ticonderoga Flake Lubricating 
Graphite need no stronger endorsement than 
the fact that, with all the changes in power 
equipment, this fine old Dixon product stil! 


Dixon's Microfyne Flake Graphite 
Processed to microscopic subdivision in par- 
ticle size. Adapted to applications requiring | 
holds its place. The red can is as familiar to highest purity in smallest particle size. | 
engineers today as it was a half century ago. Write for Booklet C40. 














If you are not among the great number of distributors and dealers 
handling Dixon products, write for details of products, plan and prices. 


Joseph Dixon <x, Crucible Co. 
Jersey City > New Jersey 
=: 





DIXON'S GRAPHITE eee 


A STATEMENT FROM 
OIL DEVICES 


by James L. Breese 

From time to time we are asked whether or not our burners infringe 
other patents. Oil Devices has always respected the patent rights of 
others and has always taken every possible precaution against putting 
on the market any structure which would infringe any valid claim owned 
by anyone else unless a license to manufacture the structure had previ- 
ously been arranged for. 

The question has recently been raised by some of our users as to 
whether or not Valjean patent No. 2,073,270 would be infringed by 
the Breese pilot ring. We put the matter up to our patent attorneys and 
they, after an exhaustive search of the prior art, have assured us in a 
strong opinion that the Breese pilot ring does not infringe any valid 
claim of the Valjean patent or any other patent. 

Furthermore, Oil Devices during the past ten years has had in oper- 
ation many thousands of burners using a ring within the burner to 
form a dual or divided chamber, a fact sufficient in the opinion of our 
patent attorneys, under the established law, to invalidate any claim of 
the Valjean patent which might now be asserted against the Breese pilot 
ring. This prior public use was not before the Patent Office when the 
Valjean patent was issued and, of course, the Patent Office had no way 
to find out about it. 

Oil Devices is the owner of a number of patents which it licenses 
manufacturers to use. One of these licensed patents covers certain of 
the structural features now used in the Duotherm burner. 


Santa Fe, N. M., April 27, 1937 











near the choppers display knives 
of various sizes. Among the nu- 
merous lines displayed on the 
houseware floor are: Silverware, 
dinnerware, mechanical refriger- 
ators, ranges, washing machines, 
cooking and other kitchen uten- 
sils, refrigerator sets, canning 
supplies, brushes, clothes ham- 
pers, home cleaning supplies, 
bird cages, churns and crystal 
ware. 


Alabama Report 


(Continued from page 43) 


loe, Jr., field representative of the 
Social Security Board, and Ala- 
bama’s new two per cent sales tax 
was discussed by John C. Curry, 
chief clerk of the State Tax Commis- 
sion. Dealers asked numerous ques- 
tions as to the application of these 
new laws. 

J. Frank Watson, president of 
the Birmingham Sash & Door Co., 
with “How to Sell Building Ma- 
terial at a Profit,” as his subject. 
stressed the value of a sash and door 
line in hardware stores and urged 
dealers to try displaying this mer- 
chandise if they wanted to convince 
themselves of its sales possibilities. 

Selection of the place of meeting 
for next year’s convention was left 
to the executive committee. Mont- 
gomery, Mobile and Huntsville en- 
tered bids. 

On the final evening of the con- 
vention, “A Hardware Jamboree,” 
was held with Fred George, At- 
more, as toastmaster. A complete 
floor show was presented and vari- 
ous prizes were awarded. 


HARDWARE AGE 


















President Kills 
Tydings Bill 


(Continued from page 40) 


tenance but there would be diver- 
gent policies as to those states which 
legalize price maintenance, because 
of the differing terms of the different 
statutes in the respective states. He 
proceeded to say that by reason of 
this situation, the federal govern- 
ment would be under the necessity 
of attempting to enforce divergent 
regulatory policies toward  ship- 
ments made by the same manufac- 
turer to dealers located in the differ- 
ent states, because of the differences 
in the respective state statutes.” 

Despite the Presidential reason 
given for blocking of the Miller- 
Tydings bill, it is the belief in Wash- 
ington that it does not completely 
reflect the administration’s attitude. 
There is no doubt that the adminis- 
tration is greatly concerned over the 
fear of inflation, due partly to ris- 
ing prices. But the compelling rea- 
son for administration intervention 
is said to be its desire to draft a 
federal policy, without regard to 
state policies, that certainly would 
govern wages and hours and prob- 
ably prices as well. The administra- 
tion feels freer than heretofore to 
proceed with such legislation in view 
of recent Supreme Court decisions 
validating the Wagner labor act. As 
yet it is evident, however, that the 
precise nature of the legislation has 
not been determined upon. Nor is 
it expected to be presented to Con- 
gress until after it has acted on the 
President’s plan to increase the 
membership of the Supreme Court, 
a plan which appears to be in seri- 
ous jeopardy with growing revolts 
in Congress against it. 

The blocking of the Miller-Tyd- 
ings bill came directly upon the 
heels of signature of the Guffey coal 
bill by the President and his ap- 
proval of the Ellenbogen bill to set 
up a little NRA for the textile in- 
dustry. This attitude was taken to 
reinforce the contention that the 
administration definitely wants gov- 
ernment control over industry, but 
is opposed to any price fixing by 
private industry. Such measures as 
the Miller-Tydings bill obviously 
would conflict with the plan now in 
mind, according to prevailing views, 
of widespread governmental regi- 
mentation, hoped to be sustained by 
a packed Supreme Court. If the 
packing scheme fails, it may be that 
much of the entire governmental 
regimentation plan also will col- 
lapse. 
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PLEASE CHECK YOUR PRICES 
ON DAZEY KITCHEN AIDS 


Dazey Kitchen Aids. ; 
readily at these prices and there is 
no reason why any dealer should 
profits 

At the same time check 
your stock—have you a full stock? 


@ Dazey policy calls for price uni- 
formity. Therefore, we ask that 
you check your stock TODAY and 
see that the following MINIMUM 
RETAIL PRICES are on your 


lose 
prices. 







1.79 


DAZEY 
DeLuxe 
Can Opener 


That marvel of marvels—the million dollar can 
opener praised by millions of satisfied users. 


DAZEY 
Super Juicer 
Already second in vol- 
ume in the Dazey 
line. Efficient, attrac- 

tive and handy. 


$4 .89* 






~~ 


ey 





Dazeys sell 


through errors in 


$4 49* 
pazey | 
Senior 


Can Opener 


lower priced Dazey with a 
pe blade instead of wheel. 


78¢ 














Da 


—— 
Can Opener 


popular priced can 


The quality | t 
opener for “price buyers. 





$4°58" 


DAZEY 
Sharpit 


The patented twin wheel sharpener 
even a child can use. 


* West of Rockies following minimum prices apply: DeLuxe $1.85; Senior $1.55; Junior 84¢; 


Sharpit $1.68; Juicer $1.98. 


DAZEY CHURN & MFG. co.,t 4301 Warne Ave., St. Louis Mo 








Accessories. 


ence, 





MODEL ff 
1622CF A 


One of the many modern, dis- 
tinctive, original MIAMI de- 
signs — an inexpensive model. 
Large mirror, one-piece chro- 
mium frame, adjustable shelves, 
razor blade drop, tooth brush 
holder. Other models, for mod- 


Accessories. 








est bathrooms to the very finest. 


THE MIAMI CABINET DIVISION 


Lead with MIAMI 
BATHROOM 
CABINETS... 


You can lead in SALES .. 
PROFITS .. . with this nationally- 
known and advertised line of distinc- 
tive Bathroom Cabinets, Mirrors and 
Backed by more than 
sixteen years’ manufacturing experi- 
MIAMI knows what people 
want, Models for every requirement 
... for every purse ... biggest values 
ever offered. New building and mod- 
ernization plans are quickening the 
demand for Bathroom Cabinets and 
Why not profit with 
MIAMI? Write for illustrated cata- 
log and prices. 


. and 





THE PHILIP CAREY COMPANY 
Middletown, Ohio 














‘HOW'S the 


Tool prices—Makers of files 
have put out price changes, most of 
which went into effect on May 15th. 
Their advances average 5 per cent 
on first quality brands, and 10 per 
cent on second grade and mill-run 
files. Following the advance recently 
announced on hand-saw lines, manu- 
facturers of cross-cut and one-man 
saws have advanced most patterns 
10 per cent, although a few styles 
remain unchanged. Russell Jen- 
nings Mfg. Co. has advanced its 
auger bits about 16-2/3 per cent, 
doubling the former list prices, and 
providing a longer discount for the 
trade. A general mark-up on Peck, 
Stow and Wilcox tinners’ machines 
and tools is reported, averaging 
about 19 per cent. A mark-up on 
Luther grinders of 5 to 20 per cent 
was in effect May 10. Competitive 
quality grinders were also advanced 
about 5 per cent by other makers. 
Light or “home-craft” vises have 
been advanced about 3 per cent by 
some makers. 

* * * 

Scales — Pump curbs — Plat- 
form scales, both single and double 
beam, have been marked up about 
5 per cent. Some makers of chain 
pump curbs and castings have an- 
nounced an increase of 10 per cent, 
effective May 15. 

* *% * 

Garden and lawn tools—Sev- 
eral items have been advanced late- 
ly, including American pattern ser- 
rated blade hay knives, 50 cents per 
dozen, or about 4 per cent, and 
Clyde corn hooks about 5 per cent. 
The Clyde Cutlery Co. has an- 
nounced advances to come on prun- 
ing shears and beet knives. Some 
makers of grass hooks and shears 
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ADVANCES BECOMING EFFECTIVE 


Files. Some Makes Light Vises. 

Most Cross-Cut and One Man 
Saws. 

Russell Jennings Auger Bits. 

Pexto Tinners’ Machines and 
Tools. 

Some Makes and Grades Grind- 
ers. 

Platform Scales. Snow Shovels. 

Some Makes Chain Pump Curbs, 


etc. 
Clyde Corn Hooks. Snow Push- 
ers. 
One Pattern of Hay Knives. 
Grass Hooks and Shears. 
Some Makes Pruning and Hedge 
Shears. 
Bush Hooks. White Clover Seed. 
White Mountain Apple Parers. 
Three Sizes Milk Cans. 


Some Makes Mail Boxes. 

Aluminum Dripolators. 

Table Size Washing Machines. 

Copperweld Clothes Lines. 

Hotstream Water Heaters, Ete. 

Ice Refrigerated Water Coolers. 

C. T. Williamson Products. 

Perfection Porch Gates. 

Some Makes Wire Rat Traps. 

Some Makes Braided and All 
Rubber Garden Hose. 

Most Nelson Hose Accessories. 

Steel Fishing Rods. 

Some Lines Spinners, Baits. 

Minnow Buckets. Tackle Boxes. 

Pioneer Steel Row Boats. 

John Wilson Butcher Knives, ete. 

Wiss Shears and Scissors. 

Colt’s Revolvers, Pistols. 

Linoleum Paste. 


DECLINES BECOMING EFFECTIVE 
Some Copper Products 


ADVANCES BEING ANTICIPATED 


One Line of Radio Tubes. 
Snow Shovels. Clyde Pruning 
Shears. 


Furniture. 
Clyde Beet Knives. 





have advanced prices an average of 
10 per cent, while pruning and 
hedge shears and bush hooks have 
been marked up an average of 744 
to 10 per cent. White clover seed 
has been raised $5.00 per hundred 
pounds recently. 
* * * 

Snow shovels, etc-—Fall prices 
on snow shovels have not yet been 
issued by most manufacturers, but 
an advance is expected. American 
snow pushers have already taken an 
increase of about 12 per cent, in line 
with the similar mark-up put out 
by the shovel makers. Sales of 
shovels and spades are very active, 


and reported usually well ahead of 
last spring. 
* * * 

Household lines—G oodell 
Company advanced White Mountain 
apple parers about 6 per cent. Milk 
cans have been raised 10 per cent 
on 8 and 10 gallon sizes, and ap- 
proximately 14 per cent on the 5 
gallon. Effective April 26th, prices 
on mail boxes were increased about 
74% per cent by Milcor Steel Co. and 
others, and wholesalers have also re- 
ceived notice of a 10 per cent raise 
on aluminum Dripolators. Small 
table-size washing machines have 
been advanced by manufacturers an 
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Tee Hinges in all sizes 
packed in bulk or one 
Pair toa carton. Stand- 
ardize on the well known 
McKinney Line. 


DESIGNERS. AND 
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MANUFACTURERS 


MKINNEY 
Clite Bearing 


BUTT HINGES 


PATENT APPLIED FOR 






Hinges that are forever silent at the joints—hinges that ride 
smoothly on a self-oiling bearing of durable Oilite—exclusive 
advantages that could easily command a premium in price for 
McKinney Butt Hinges yet retailing at no higher price than Ball 
bearing Butt Hinges. Here, truly, is an unbeatable combination 
for successful selling. Talk McKinney Oilite Bearing Hinges— 
cash in on their instant appeal to builders. Your jobber can 
supply you or write to us direct. 


McKINNEY MANUFACTURING COMPANY, PITTSBURGH, PA. 











Wrought Steel Hasps in 
all sizes and finishes. 
Packed in bulk or one 
Pair to a carton. Push 
the McKinney Line. 


Strap Hinges in all sizes 
packed in bulk or one 
Pair to a carton. The 
McKinney Line is the 
Profitable line. 


FOR 








OF GOOD HARDWARE YEARS 
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There’s a Gottschalk 
Metal Sponge for every 


need .. . the big, new 

Bronze Ball, Kitchen 

Jewel, Hand-L-Mop 

and Dairy Sponge. 

Show’emalland watch 
"em turn. 


Gottschalk’s Metal 
Sponge turns to the 
tune of many mil- 
lions a year... for 
already there are 
20,000,000 users... 
and every month in 
leading women’s 
magazines 14,000,000 
housewives are per- 
sistently reminded 
that the safest, easi- 
est, surest way to 
clean pots and pans 
is with this handy 
bronze scouring 
device. 


Gottschalk’s 


METAL SPONGE 


METAL SPONGE SALES CORP., Philadelphia, Pa. 



















Model No. 80 Washer is 
a modern streamlined 
beauty! 





Model No. 53 Ironer, 
‘4 cabinet with porcelain 
| table top. 





@ Horton presents the greatest sales-winning team of 
home laundry appliances in the industry. Strikingly 
modern lines, important exclusive features, a complete 
price range, backed by an advertising campaign in 17 
important magazines! Write for details; no obligation. 


| HORTON MANUFACTURING CO. 503 Osage St, Fort Wayne, ind 


| HORTON WASHERS—IRONERS Since 1871 














MAY 20, 


1937 
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average of 5 to 10 per cent. Jobbers 
report a rapidly increasing demand 
for stainless steel kitchen wares. 
Makers of copperweld clothes lines 
last month made and advance, re- 
ported as approximately 33-1/3 per 
cent. 
x * * 

Heaters, water-coolers — The 
Hotstream Heater Co. has followed up 
its April 9 announcement of increas- 
ing costs by issuing a new sheet, 
effective May 1, with increased 


prices on automatic and instantane- 


ous heaters, tank heaters, and ac- 

cessories. Ice-refrigerated water 

coolers have been slightly increased 

by some makers, effective May 1. 
oo * e 

Other lines—C. T. Williamson 
Wire Novelty Co. notified the trade 
on May 7 of a flat 10 per cent ad- 
vance from previous quotations. The 
company is expecting to maintain 
the new schedule until July 1, but 
without guarantee against further 
increase after that date. Perfection 
porch gates have been advanced, 
due, as the manufacturer states, to 
the increased cost of steel. Some 
makers of wire rat traps have in- 
creased quotations about 10 per cent. 

& * ” 

Garden hose, etc——Some mak- 
ers of graided and all-rubber garden 
hose have put out new prices, effec- 
tive May 1, averaging 10 per cent 
higher. Most items in the Nelson 
line of hose accessories advanced 
last month about 10 per cent. 

* * * 


Sports supplies — Radio— 
Higher prices are appearing on ad- 
ditional items in the sporting goods 
line, including late last month an 
average 10 per cent mark-up on steel 
fishing rods, and on several lines of 
spinners and baits, also a similar 
percentage of increase on minnow 
buckets and tackle boxes. Pioneer 
Mfg. Co, advanced quotations on its 
steel row boats on April 28 approx- 
imately 7 per cent. A leading manu- 
facturer or radio tubes is understood 
to be considering an increase in 
price ranging from 10 to 15 per cent. 

* * # 


Cutlery lines—Jobbers have 
received notice of an advance of 
about 20 per cent on all John Wilson 
(Sheffield, England) imported butch- 
er, skinning and sticking knives. 
J. Wiss & Sons, Newark, N. J., line 
of shears and scissors was marked 
up 5 to 7 per cent on April 13. 

* * & 

Revolvers—The general line 
of Colt’s revolvers and pistols was 
advanced on May 1. Increases range 


(Continued on page 80) 
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WHOLESALE HARDWARE 
COLLECTIONS 


DALLAS — The ratio of wholesale 
hardware collections during March, 
1937, to accounts and notes out- 
standing on February, 1937, was 
48 per cent. 

KANSAS CITY—Wholesale hard- 
ware collections in March, 1937, had 
a median percentage rating of 43.2 
per cent. 

ATLANTA — The wholesale hard- 
ware collection ratio in March, 
1937, was 51.5 per cent and in the 
preceding month was 45.8. 


NEW YORK — The per cent of 
wholesale hardware charge ac- 
counts outstanding on February 28, 
and collected in March was 36 per 
cent in 1936, and 37.7 per cent in 
1937. 

RICHMOND — The percentage of 
March 1, 1937, wholesale hardware 
receivables collected during the 
month was 50.7 per cent: 


PHILADELPHIA — The ratio of 
collections to receivables in March, 


1937, was 53, in February, 1937, 
was 46 and in March, 1936 was 42. 
CHICAGO—The per cent of change 
from March, 1936, in wholesale 
hardware accounts outstanding was 
plus 26.2 per cent and collections 
were plus 39, while the ratio of ac- 
counts outstanding to net sales was 
159.4. 

ST. LOUIS—Reports relative to col- 
lections during March reflected no 
recession from the generally satis- 
factory results which have marked 
recent months. Representative in- 
terests reported on March collec- 
tions as follows: good, 46.3 per 
cent; fair, 43.9 per cent; excellent, 
3.6 per cent, and poor, 6.2 per cent. 
CLEVELAND—General wholesale 
collections were reported as being 
good. 

MINNEAPOLIS—Wholesale hard- 
ware accounts and notes receivable 
on March 31, 1937, were plus 14 per 
cent as compared with the same 
date of last year. 








Per Cent of I or D 
Wholesale Hardware SALES as Com 


pared 
With Corresponding Months of 1936. 


(National Averages.) 
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Per Cent of I er D in 1937 

Wholesale Hardware STOCKS as Compared 

With Corresponding Months of 1936. 
(National Averages.) 


HARDWARE AGE 











MA 



















4 





il 


| 


hi 


.' 
























BEGINS WITH SHORT PANTS 


Like elephants, children seldom forget. | 
Please the boy in short pants—and | 
you win the man in long ones. 


| 
The best way to get ‘short pants” confi- | 


dence on children’s vehicles is to sell | 
Colson because Colson streamlined | 
beauty is eye-compelling .. . Colson | 
sturdiness is apparent from one 
glance at the strong tubu- | 
lar construction of every 
Colson vehicle. 

* 


1937 CATALOG 
Just off the Press 


Jedus for yourself the sales appeal 
and the profit possibilities in the 1937 
Colson line through this new catalog. Cash in on the “short 
pants” confidence that will build “long pants” sales in other 
departments now and years hence. 


THE COLSON CORPORATION 


3708 CEDAR STREET «+ ELYRIA, OHIO 
Permanent Display Rooms 
CHICAGO: 14-113 Merchandise Mart 











NEW YORK: 215 Fourth Avenue 
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@ The ACCO Chain display fitted with such 
chains as ACCO Sash Chain, Tenso Coil, Brass 
Safety Chain, Jack Chain, Pump and Well Chain, 
Elwel Coil and Machine Chain will do a real sell- 
ing job. It will display these chains where custom- 
ers will see them and be reminded of their require- 
ments. 

This open display permits customers to feel and 
examine the various chains and make their de- 
cision to purchase without requiring any appre- 
ciable amount of time and selling on the part of 
clerks. Give this display a prominent position in 
your store. It will suggest chain and actually sell 
chain for you. 

Ask your jobber about the ACCO display 
assortment. 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 















GREENLEE 


HIGH QUALITY 


CHISELS 


A Size and Style 


for Every 
Purpose 





Chisels for carpenter work—for pattern 
making—for pole framing—for cabinet 
making—for tree surgery! These and 
other fields show the wide range of the 
Greenlee Line of quality chisels. And 
they serve these fields well, because they 
are made well, being constructed from 
high-grade materials by workmen who 
are specialists in their line. 


Greenlee makes a chisel for practically 
every use and in a great variety of 
sizes. The line includes the popular 
types of socket tools as well as tang 
butt and firmer chisels and socket fram- 
ing chisels. Each one is made from 
crucible steel and properly treated for 
toughness and ability to hold a fine cut- 
ting edge. 


Here is a line with exceptional possi- 
bilities for the dealer. 
quality, a reputation among the trade, 
and a line that sells at a fair price— 
three factors that are very hard to beat. 
Give the Greenlee line a chance. It 
will serve you and -your customers well. 
Please give the name of your jobber 
when writing. 


GREENLEE TOOL CO. 


1715 Columbia Ave Rockford, IIlinots 
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How’s the Hardware 
Business ? 
(Continued from page 78) 


from 10 to 21 per cent on the var- 
ious models. 
* * * 

Paint lines—Sales reported to 
the Department of Commerce by 579 
leading manufacturers of paint, var- 
nish and lacquer products during 
March totalled nearly $38,000,000, 
compared with less than $30,000,000 
in the preceding month, and approx- 
imately $30,000,000 in March 1936. 
Total sales of these manufacturers 
for the first quarter were valued at 
approximately $98,000,000, com- 
pared with $74,000,000 during the 
same three months of 1936. Prices 
have held very steady on paint lines 
since the recent general change. 
Turpentine declined 2 cents per gal- 
lon on April 30, but advanced cor- 
respondingly 2 cents on May 7. Lino- 
leum paste has recently been raised 
1 cent per gallon. 

* * * 


Copper and copper products 
—Another drop in the wholesale 
price at the end of April brought 
copper back to 14 cents per pound, 
as against the peak price of 17 cents. 
There is considerable feeling that 


| the liquidation in copper prices is 
| about at an end, and that buying at 
| present levels will be sufficient to 


forestall further declines. Export 
prices which led the former spec- 
tacular rise, and which have also 
led during the reaction, have now 
steadied, and considerable volume 
is being placed at prices above the 
domestic level. Price changes on 
copper products, in general, reflect 
the lower market, a 2 cents per 
pound reduction each being noted 
on copper rivets and burrs, on cop- 
per wire nails, and on copper and 
bronze cut tacks. The latest down- 
ward change on electrical copper 
wires includes 144 cent per pound on 
bare and magnet wire, and %% cent 
per pound on weatherproof, effective 
on April 29. 


* + 


Quality tools—Jobbers report 
continued difficulty in keeping up 
stocks of precision tools, and of the 
higher quality mechanics’ lines. Not 
only has the demand increased sub- 
stantially this spring, but manufac- 
turers are handicapped by shortage 


of some materials, and of skilled | 


labor. Enough buyers had foreseen 
the recent advances to an extent in- 
fluencing very heavy first quarter 


orders, and it will probably take | 


most of this quarter for the manu- 





Compare Analyzee Choose 
A GOOD REASON FOR EVERY ITEM 
A COMPLETE LINE 
FILLS EVERY NEED 
THIS BEAUTIFUL DISPLAY PANEL FREE 





No. 23PC 
MODERN DESIGNS—NOT EXTREME 


ENTIRE LINE LOOKS 
SUBSTANTIAL 


DESIGNED FOR 
BUILDERS HARDWARE TRADE 


LOW RETAIL PRICES 


A CONCEALED LATCH FOR 35c 


GS cited ouecuwses 30c to 50c 
FOR EVERY TYPE DOOR 





Patent applied for 
NO. 268 CAST PULL... .ccescciscas 5c 





ee Z| 
Patented 





749 734 787 
THREE CAST KNOBS.......... 20¢ each 





Patented 
WEG OF GROG CPUs cciiscccisccces 30c 
YOU 
CAN DO WELL 
WITH THIS LINE 
Prices slightly higher in far west 
Ask Your Hardware Jobber 
| American Brass Goods Co. 
BUCHANAN - COTTAGE GROVE SW 
MICHIGAN 





| GRAND RAPIDS 
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Striking display of 
Sheffield Kleen-A-Paint, 
Three Star Floor Cleaner 
and Kleen-A-Brush FREE 
with small assortment. 
Double sales. 


Unique display of Sheffield 
Wood-Fix, Liquid Glue 
and Crack Filler FREE 
with small assortment. 
Rings up quick profits. 


zxkeekk 


We make it ourselves 
powder, paste, paint. Full 
line in all popular and 
practical sizes. Nothing 
better—and at prices that 
give you greatest turn- 
over. 
Order from your 
Jobber NOW. 


Jobbers: Write 
for Discounts. 





‘SHEFFIELD 


PERFECT 


CLEANERS 





| SHEFFIELD 


PERFECT 
MENDERS 


SHEFFIELD 
ALUMINUM 





SHEFFIELD 
BRONZE POWDER & STENCIL CO., INC. 
The Specialty House of Top Values 


3000 Woodhill Rd. 


Cleveland, Ohio 
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facturers to get their large backlogs 
out of the way. 





* 





* 





* 


Axes and heavy tools—The 
spring ordering period for axes, dur- 
ing which 5 per cent concession was 
offered to early buyers, ended on 
April 30. Some jobbers report their 
volume of future sales totalled nearly 
twice the early sales with similar 
inducement a year ago. 


and other heavy tools, most ordering 
being done before the May 1 ad- 
Manufacturers will keep 
busy working on orders which had 
been placed during the preceding 


| several weeks. 


* * * 


Electric refrigerators—Domes- 
tic sales of electric household refrig- 
erators in March were close to 328,- 
000 units, compared to about 247,000 
in March 1936. For the first three 
months of 1937, reports to the asso- 
ciation by fifteen leading manufac- 
turers showed a sales gain from 


518,000 units a year ago to 716,000 | 


this year. 
* * * 
no 


Furniture—There is 





There has | 
been a temporary slowing in new | 
| orders for picks, mattocks, sledges, 


de. | 


| 





| cline in the interest of the people | 


in new furniture and housefurnish- 
ings. Record-breaking attendances 
have been reported at the mid-season 
furniture shows in leading cities, 


| and buying is said to have increased 


at least 15 per cent above last year. 
A considerable amount of luxury 
buying is noted, while orders for 
popular-priced furniture are aver- 
aging larger. Dealers seem sure 
that higher prices will prevail after 
July 1. 


* * * 


Production of steel continues 
at a high rate, but most consumers 
find that their present stocks or com- 
mitments are ample to take care of 
their nearby requirements, and con- 
sequently the volume of new busi- 
ness is still shrinking moderately, 
says The Iron Age in its May 13 
issue. The steel production rate 
remains at 92 per cent—the same 


| rate as in the previous week. Con- 


sumption is heavy, however, in many 
lines, with the result that current 


| orders represent actual requirements. 


| shipments. 


It is estimated at Pittsburgh that 
new business in the past two weeks 
has been about 70 to 75 per cent of 
Some of this is for third 
quarter, but a good deal of it is fill- 
in tonnages that the mills are now 


able to take for shipment in late 


May or June. 


Deliveries have be- | 
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FOR MORE SALES . . . MORE PROFITS 


MORE SATISFIED CUSTOMERS .. . 
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CHICAGO — Lytton Building 


EAST WALPOLE, MASSACHUSETTS 


NEW YORK — 295 5th Avenue 
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"REMEMBER WHEN YOU 
WERE ONLY THIS BIG?” 














Not so long ago it was a common wail 
that the freezer business was on its last 
legs. A dying business, they said, not 
worth the powder to blow it up. It had 
reached the cobweb stage... 
from the horse-and-buggy days. Hard- 
ware men were pretty sure this talk had 
foundation, and so 
tucked freezers up on the top shelf in 
the dust zone. 


Revival Meeting 


That was B. C. — Before Conco entered 
the freezer scene with its enervating in- 
jection of colorful, streamlined models, 
mechanical and packing improvements, 
complete line, dealers sales helps, display 
materials, widespread and energetic sales 
promotion hammering home the truth that 
really never died — that it’s FUN to 
make ice cream at home, and that you 
can’t beat the luscious home-made kind. 


This seed took root, grew, blossomed, 
spread its fragrance — until this year 
you see the spirit of the good old ice 
cream freezer riding high on the crest of 
a big, national promotion campaign that 
is popularizing ice cream making to never- 
before-heard-of heights. 


Are you prepared, with stocks of 
the freezers that started it all — 
the Penguin, Husky, Dolly Mad- 
ison, Igloo, and Zephyr? 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Company 
MENDOTA @ ILLINOIS 





| come easier on some products, but 





only to a minor extent. 

Prospects for third quarter are 
fairly promising, with indications 
that the summer letdown may be less 
than might be expected in view of 
the heavy production of the first 
half of the year. Forward buying 
is proceeding at a steady pace, but 
without the excitement that accom- 
panied second quarter buying, as the 
price incentive has been removed. 

Business was aided in the past 
week by fresh releases from some of 
the automobiles companies, the plac- 
ing of steel for recent construction 


| awards and for railroad equipment 
| and by a rising demand for steel in 
the farm equipment industry. De- 


mand for farm machinery, including 


| tractors, has risen for beyond the 
| . . 
| expectations of the manufacturers in 


| that field. 


* * * 
Consumer demand active- 
Except for setbacks of unseasonably 
cool and rainy weather in certain 


| localities, consumer buying of hard- 
ware has continued to gain moder- | 
ately in most sections, and to main- | 
tain for the retail stores showings | 
substantially more favorable than a | 


year ago. Each day some families 
in every community go shopping for 
purchases long deferred, and each 


_ day the habit of better-quality buy- 


a hold-over | 


ing is more clearly noted. Some 
store owners comment that the hap- 


| pier spirit of the buying public ex- 


(dutifully) they 


| obtainable. 


presses itself in the ordering of mod- 
ern patterns and bright colors, even 
in the “bread and butter” lines of 
hardware, where such a choice is 
In kitchen furnishings, 


| particularly, the trend toward gay 





matched colors, long recognized, is 
profitably catered to by live retail- 
ers, who display and recommend 
complete outfits—changing with the 
seasons. 

* * * 

Southern gains largest — 
Among the usual reports of sales 
gains over last spring, the south 
still keeps front position in percent- 
ages of increase. This is true of 
both town and country trade. 

* * * 


Slower rise in A pril—Records 
of retail sales in general during 
April reveal somewhat less favorable 
gains over 1936 than were made 
during March, and here was noted 
the increasing influence of the Easter 
shopping period. Easter buying 
came in March this year, and gave 
March a very favorable betterment 


over March 1936,—while April shows | 


less increase this year, because last 
year’s April included the 1936 Easter 
shopping. May, however, is bring- 











the brand 
is very 
important! 





when ordering steel trap 
futures — insist upon 


BLAKE & LAMB 


the one nationally known 
brand sold to advantage 
thru the hardware trade. 


THE HAWKINS COMPANY 
South Britain. Conn. 
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ERE is a new, big market for stove 
lining. Where you have formerly sold such 
material in little packages, you can now 
sell it in 100-lb. drums for repairing warm- 


| air furnaces. 


| 
| 


| 1859 Kingsbury St. 


In furnaces, Fireline is installed as a com- 
plete lining entirely around the firepot. The 
refractory lining seals any cracks or holes 
—makes the firepot absolutely gas-tight. 
In new furnaces, it protects and preserves 
the castings. Fireline is what your custom- 
ers are looking for. Average furnace re- 
quires 100 Ibs. Used in same manner to 
save firepots in heating stoves. 

Fireline is sold in moist, plastic form. It 
is readily installed and fully guaranteed. 
Stands 3000 deg. F. 


Be ready to meet the big demand for this 
material. Write for bulletin, free sample, 
and dealers’ prices. 

Fireline Stove & Furnace Lining Co. 
CHICAGO, ILL. 
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realer 
sales for 


YOU 


The SOSS Invisible Hinge with more than 
a dozen advantages over the old-fashioned 
butt hinge is bound to be in great demand. 


National advertising assures quick turn- 
aver—have you an adequate stock? 


Write for catalog. 


SOSS MANUFACTURING COMPANY 
648 East First Ave. 
ROSELLE, N. J. 


Ympro ved. 
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“ROTABIN” 


ALL STEEL ROTATING | 
SCREW & BOLT CASES 





No. 1610 


No. 1610 shown above can be used on 
shelf, counter, or where desired for 
handling screws, stove bolts and nu- 
merous small parts. ‘'ROTABIN'' pro- 
vides open dispiay and places every 
article at your finger tips in visible, 
orderly, attractive manner. Saves 
you most valuable time. 


Write for folder—no obligation. 


THE FRICK-GALLAGHER MFG. CO. 
WELLSTON OHIO 
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ing a more lively volume. During 
the past few weeks, numerous spring 
fill-in orders have reached the job- 
bers, the first real showing of second- 
round buying. This is significant 
in indicating that the retailers are 
successfully selling out their liberal 
first purchases. 
 * * 

Rainfall and planting — Wet 
weather conditions perhaps have en- 
couraged early buying of a few 
lines, such as lawn mowers, but have 
correspondingly set back the sales 
of warm-weather items like lawn 
hose, sprinklers, and electric fans. 
Throughout much of the central west 
farmers have been worried by ex- 
cessive rainfall, which has set back 
their field work and has threatened 
to cause some shortage in their grain 
and seed crops. If warm sunny 
weather is not too long deferred, 
however, this early wet season will 
do much more good than harm, sup- 
plying sub-soil moisture against a 
recurrence of last year’s drouth con- 
ditions. Winter wheat and pasture 
lands look very good in the valley 
states, and the winter wheat crop 
promises to be the largest since 
1931. A little further west, the 
plains states have not received their 
needed share of moisture, and the 
threat of expensive dust storms re- 


/ mains. Even here, however. cool 
weather and scattered showers have 
brought conditions more hopeful 
than in earlier months. 

* & 
Price trends—Most of the 


staple commodity indexes are stead- 


| ier, and some are renewing their 
| advancing trend,—the recent price 


reactions apparently having spent 
their force. Market observers are 
agreed that the April reactions were 
wholesome and necessary, to modify 
the runaway rise of some 26 per cent 


which was the average increase on | 
the fifteen leading staple commodi- | 


ties between November 2 and April 
5. The reaction will benefit many, 
and will hurt few, except speculators 


who have over-reached, since most | 
of the legitimate buying was done in | 


the early stages of the advancing 
market, and relatively small amounts 
were ordered at the top price range. 


It is felt, too, that the commodity | 


recessions will have no unfavorable 
effect on production and employ- 
ment, for the levels now prevailing 
afford producers a reasonable profit, 
while the threat of consumer dis- 
satisfaction is lessening. Late price 
reports show some weakness still in 
farm products and foodstuffs, in 
metals and metal products, and in 
chemicals, while the market has 
turned firmer on hides and leather 
products, building materials, house- 


















‘DOOR SET 
at a POPULAR 
PRICE! 


Meets the demand for an overhead type 
door ... at a price every builder can 
pay. Opens and closes at a touch... no 
springs ... nothing to get out of order 
... ALLITH quality in every detail. 
"No. 2 Reliable” STRAIGHT SLIDING 
(Illustrated) Popular for over a 


quarter of a_ century! Simple, 
rugged, ‘“‘Always on the Track.” 


Send for catalog describing ALLITH 
hardware for doors of every type. 


ALLITH-PROUTY, INC. 
DANVILLE, ILLINOIS 
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furnishings goods, fuel and lighting 
materials, and textiles. 
& ” x 

Electric output—All sections 
of the country during the May 1 
week showed betterment in electric- 
ity production for power and light, 
the total 13.5 per cent ahead of the 
figure a year previous. The best 
gains were reported from the New 
England and Middle Atlantic sec- 
tion, and from the Rocky Mountain 
and Pacific Coast areas. 

* * * 

Cost of living—The National 
Industrial Conference Board finds 
the cost of living still rising during 
April. Food prices, though show- 
ing some reaction since, led in the 
percentage of increase, and the costs 
of clothing and rents were also 
higher. The cost of living this April 
was 23.2 per cent higher than in 
April, 1933, but is still 10.8 per cent 
under the corresponding month of 
1929. The purchasing value of the 
dollar, basing on 1923 as 100 cents, 
was reduced to 113.3 cents in April 
this year, as against 119.9 cents in 
April, 1936. 

* * * 

Employment — Employment 
during March in the twenty-five lead- 
ing manufacturing industries made 
a better showing than even in 1929, 
according to figures reported by the 


National Industrial Conference 
Board. The number of wage earn- 
ers in these industries was 0.5 per 
cent higher than in 1929, and was 
17.3 per cent greater than in March, 
1936. While weekly earnings were 
somewhat lower than in March, 1929, 
real wages, based on the purchasing 
power of the money, were 9.6 per 
cent ahead of 1929. The average 
work week in March, 1937 was 41.7 
hours, compared with 48.3 hours in 
March, 1929. The steel industry has 
led strongly in the better employ- 
ment of wage showings. March em- 
ployment in this industry broke all 
previous records, with average hour- 
ly wages more than 20 per cent 
ahead of those paid in 1929. 


* %+ 


Railroad freight traffic—Dur- 
ing the week ended May 1 a new 
peak of car-loadings for 1937 was 
reached, with 782,423 cars reported, 
the largest number since last No- 
vember. The gain over the corre- 
sponding week of 1936 was 16.6 per 
cent. The chief factor in the better 
showing in this year’s week was a 
large increase in ore shipments. 
“Miscellaneous” freight was also 
sharply better than during the same 
1936 week. 

* * * 

Automobile production, etc.— 

Output and sales of automobiles re- 


main at or near peak levels, the 
latest week’s showings being above 
140,000 cars as against 118,000 in 
the similar week a year ago. Mo- 
torized farm equipment affords a 
new and main factor in sales in- 
creases, with tractors and combines 
now selling at double the rate of a 
year ago. Domestic sales of all farm 
equipment this year are expected to 
be the greatest ever. Dun reports 
sales for the first quarter at 15 to 
30 per cent higher than a year ago. 
If a 25 per cent average increase 
can be maintained for 1937, a record 
will be set, surpassing even the sales 
of 1920 and 1929. Even more im- 
portant is the growing tonnage of 
steel used for air-conditioning equip- 
ment. These orders in March were 
nearly double the February totals, 
and in the first quarter air-condition- 
ing sales reached $18,400,000 com- 
pared with only $8,609,000 for the 
first three months of 1936. While 
contributing no spectacular demand 
for steel, the country’s dollar vol- 
ume of business is greatly bettered 
also by the rapid strides of aviation, 
with its busy factories trying to keep 
up with their demand. Poor’s ser- 
vice states that orders for aviation 
equipment placed thus far in 1937 
have already far surpassed the sales 
for all of 1936. 





Little Consumer Price Resistance 
As Yet 


Serious consumer resistance to 
higher prices appears at this time to 
be more of a fear on the part of 
distributors than an actuality, says 
the United Business Service of Bos- 
ton, Mass., in its current Report. 
Retail sales volumes in most lines 
are holding gains over a year ago. 
and demand is being well sustained 
for high priced and luxury items 
These are being stimulated by in- 
creased purchasing power and by 
the more liberal time payment plans 
being offered. 

The Service states further that, 
as a whole, business activity con- 
tinues to be well maintained, with 
the immediate outlook above aver- 
age in such lines as agricultural 
equipment, automobile, auto acces- 
sory, aviation, building supplies, 
chain stores, chemicals, department 
stores, electrical equipment, ma- 
chinery, mail order, office equip- 
ment, paper, petroleum, railroad 
equipment, rayon, rubber and tires. 
and steel and iron. 
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Owing to the earlier interruptions 
in activity caused by the labor dis- 
turbances, the seasonal peak in 
operations in some lines such as 
automobiles will be :deferred from 
one to two months. However, the 


placing of new orders has slowed 
down moderately, and seasonal fac- 
tors are influencing some lines. 
Wholesale buyers are beginning to 
show a definite resistance to fur- 
ther price advances. Indications 
still point to a business recession 
this summer, although the level will 
probably hold above the same period 
a year ago. 





Pulleys And Couplings 


A complete listing of the Congress 
line of “V” grooved pulleys; variable 
speed pulleys; step-cone pulleys, and 
flexible couplings is now available from 
The Congress Tool & Die Co., Inc., 
9030 Lumpkin Ave., Detroit, Mich. 





Carload Stowage 


The Gerrard Red Book of Carload 
Stowage is a pictorial catalog of freight 
carloading stowage braced by Gerrard 
galvanized round wire strapping or 
metal ties, which, the maker states, pre- 
vent damage to heavy or light freight 
carloads of machinery, mixed mer- 
chandise, sewer pipe, oil drums and 
grease pails, sheet steel, pipe, etc. 
Many new and improved methods of 


wire bracing are also shown. Copies 
free to industrial organizations. The 
Gerrard Co., Inc., 2915 W. 47 St., Chi- 
cago, Iil. 


Red Devil Catalog 


No. 15—shows complete line of Red 
Devil glass cutters, diamond and tri- 
angle glaziers points, wood scrapers, 
putty knives, and wall scrapers, sand- 
paper holders and sandpaper, steel wool 
holders, glass pliers and the Grady axe 
wedges and Kitchen Devil pot cleaners 
Also shown in the catalog are reproduc- 
tions of national advertising, display 
boxes and displays, and Shelpli cover. 
There are also included directions on 
how to cut glass and how to scrape 
wood. Landon P. Smith, Inc., Irving- 
ton, N. J. 
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A Roper Water System is no rich 
man’s gadget . . . nothing else that 


costs so little gives so much in comfort, | 


health and labor-saving service. 


Roper Water Systems are | 
priced for the masses . . . and 
at the same time precision- 
built to give long, efficient ser- 
vice. 

Such a combination of selling 
advantages is possible because 
of better engineering and sim- 
plicity of design. There are ex- 
clusive features in Roper not 
found in any other system . . 
and these features contribute 
much toward lower cost and 
greater efficiency. 

It’s easy to sell Roper Sys- 
tems because their plus value 
is very apparent. The more a 
consumer knows about water 
systems, the easier it is to sell 
him a Roper. 

Illustrated at the right is the 
Roper double-acting, single cyl- 
inder, piston system with di- 
rect-drive, sani-tank of porce- 
lain enamel, uni-valve plate, 
built-in. motor and _ pressure 
switch. 





WATER SYSTEMS 





GEO. D. ROPER CORP., ROCKFORD, ILL. 
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PREVENTS OUTWARD SLAMS 


Nothing else like it. Everybody buys for 
Screen, Storm or Inside Doors. The snubber 
absorbs shock at 80° to 90°, resists out- 
door winds and indoor wall slams. Prevents 
cracked door frames and broken glass door 
panels. . First quality — strength — super 
power. Priced amazingly low. Complete . 
ready to install 50¢ 


EVER-WARE 


Silent Hydraulic Door Closer 
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CHECKS — then CLOSES and LATCHES 


Different from all others. The lowest priced Hydraulic 
Closer on the market. Amazing in performance and Guar- 
anteed. For Screen, Storm and Inside Doors. Fits right 
or left hand doors. All metal parts—no upkeep. Leak- 
proof, rustproof and adjustable to speed. Complete, ready 
to install—No. !, $Z7.00—No. 2, $3.50 


GET TWINS FREE 


TO DEMONSTRATE ON STORE DOORS 
Yes, sirl One of each of these twins FREE! Get all the facts of 
FREE OFFER—NOW! TODAY! Don't Wait—season is at hand and 
offer is limited. Use the Coupon—paste on Postcard NOW! 
































Prerician 


BUILDERS’ HARDWARE 


Here’s the new idea in convenient, 
practical builders’ hardware. 

An assembly of forged bronze and 
plastic knob in black, ivory, ma- 
hogany and pastel colors that do 
not chip, fade or craze. 

Patrician is but one of several im- 
portant developments in product 
design and improvement that have 
attracted leading dealers to 





LOCKWOOD 


HARDWARE MFG. COMPANY 


Division of Independent Lock Co. 
FITCHBURG, MASSACHUSETTS 
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Steel Used on Farms 


(Continued from page 56) 


equipment and for various mis- 
cellaneous uses about the farm. 

An average of 1400 rods of 
fence is found on a farm of 150 
acres, according to agricultural 
experts. If about three-quarters 
of the fence were woven wire 
fencing and the remainder of the 
three-strand, barbed wire type, 
about 12,000 lb. of steel would 
be required, not including about 
500 lb. for poultry netting. Steel 
posts, placed 15 ft. apart, would 
weigh 2000 lb.; steel gates about 
200 Ib. 

A farm of 150 acres equipped 
with all the agricultural imple- 
ments suggested by farm authori- 
ties as ideal for a grain and 
potato raising farm of this size 
would have one all-purpose trac- 
tor, containing about 3500 lb. of 
steel and four plows and harrows 
of various types, totaling nearly 
3000 Ib. of steel. In addition, 
there would be a potato digger, 
hayloader, grain binder, corn 
binder, ensilage cutter, manure 
spreader and several other imple- 
ments containing from 75 to 2250 
lb. of steel each. The total weight 
of steel in the farm implements 
would be close to 21,000 lb. 

Miscellaneous hand tools, such 
as scythes, axes, pitchforks, shov- 
els, hoes and other tools, would 
contain about 250 lb. of steel. 


The steel in dairy equipment 
necessary for a herd of 10 cows 
is estimated at over 1000 lb. 
Milk cans would be available to 
hold twice as much milk as one 
day’s production because of the 
shipment of milk and cans be- 
tween the farm and the creamery. 
On the basis of 3 gal. of milk 


per day from each cow, six 10-gal. 


_cans would be necessary, weigh- 


ing a total of 170 lb. 

Milk pails, strainers and such 
other miscellaneous equipment 
would contain almost 100 Ib. 
more steel, while steel stanchions 
for holding 10 cows in the barn 
would weigh 750 lb. 

The total of more than 37,000 
Ib. of steel used in these farm 
implements and equipment does 
not inchy nails, *pipe _ or 
other products widely used in the 
construction of farm buildings, 
and is exclusive of the steel in 
personal and household posses- 
sions. 

“Large additional demand for 
steel from rural areas would de- 
velop if the ideal farm equipment 
described could become standard 
for farms of this type, and if the 
equipment recommended as ideal 
for other sizes and types of farms 
could be generally adopted,” says 
the institute. 


Saunders Norvell’s Article 


(Continued from page 42) 


The Senator outlines all the 
good bills that in his opinion 
would have been of great advan- 
tage to the country, but which 
were killed by a vote of this kind, 
but he does not mention a single 
case where any good legislation 
was put over by a vote of this 
kind. 

In reading the address of the 
Senator from Tennessee against 
the Supreme Court, all the way 
down from Washington to the 
present day, one is reminded of 
what Amos or Andy said: “Even 
if it was good, I wouldn’t like it.” 

My friends who have discussed 
this court problem with me are 


almost unanimous in their feeling 
that even if the President is right 
in his idea of the Supreme Court, 
his methods have been very bad. 
In plain English, the President is 
accused of being tactless. Most 
of us in this country have been 
brought up to have great respect 
for the Supreme Court of the 
United States. We have had re- 
spect for this court both indi- 
vidually and collectively. Nat- 
urally we realize that weakness 
of human nature, and no intelli- 
gent man believes in the infalli- 
bility of the membership of the 
court. However, we have had the 
feeling that the members of the 
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“Buy that padlock now/!’’... 
that’s the profitable reminder 
that Master displays are making 
to your customers day after 
day. Master's newest sales sen- 
sation is ‘“‘Outstanding Value 
No. 200,’’ on counter above, 
featuring 6 Strong-Boys No. 22 

. and 6 Greyhounds No. 99 at 
the regular charge for pad- 
locks alone, only $2. 





” 


4 MASTER LOCK CO., Milwaukee, Wis., U. S. A. 
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court were wise men, that they 
were learned in the law. That 
they had been selected carefully. 
That their personal records all 
through the years from the time 
of Washington have been good. 

In this generation when the 
trend of the times has been for 
the people to lose respect for al- 
most everything, still we respected 
the Supreme Court. Such being 
the case, it was a great shock to 
thousands and thousands of Amer- 
icans when the President assailed 
the Supreme Court as he did. 
Didn’t he say something in one 
of his addresses about the hard- 
ening of judicial arteries? That 
was a dramatic phrase, but it was 
a brutal one. Intelligent men 
realize that in speeches made by 
politicians seeking office, in the 
heat of battle and trying to win 
the election by whatever means 
they can, sometimes the language 
used is pretty strong. But during 
electioneering, they are willing to 
pass over this. However, when a 
man has been elected to the great 
office of the President of the 
United States, when he is secure 
in that office, when he cannot be 
removed without impeachment, 
they do expect him at least to 
use moderate language, even 
against those with whom he dif- 
fers. 

As I understand it, the Presi- 
dent without any discussions with 
Congress or the Senate, and with- 
out any intimation in his press 
conferences, sprung this new pro- 
posed legislation out of a clear 
sky through Attorney General 
Cummings. None of the Supreme 
Court had been consulted. They 
were shocked and surprised as 
was the entire country, when this 
proposed legislation was placed 
before Congress. 

One wonders just why this very 
important question, a question 
that is of direct personal interest 
to every citizen in this country, 
was sprung in this way. Senator 
McKellar does not enlighten us 
on this subject. We wonder why 
there could not have been a con- 
ference between the President and 
his advisers, and the members of 
the Supreme Court. Probably the 
members of the court might have 
given him some ideas on the sub- 
ject. They might have agreed 
with him on a number of the 
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Your jobber has them—not 
only No. 200 but Master’s 
ever-popular Nos. 406 and 
407 displays shown above. 
It’s MASTER for padlocks 
they see and values that se/// - 
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W orld’s Largest 
Exclusive Padlock Manufacturers 
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Everyone Wants to See It 


AMD 3 & i001 uses 


National advertising directs buyers to 
you for demonstration. Craftsmen and 
mechanics everywhere are enthusiastic 
about the marvelous performance of 
this all-purpose power tool. A great 
time and labor saver for work 
on all metals, alloys, glass, 
resins, celluloid, wood, stone, etc. 
Self-Demonstrator Set sells it. 
Requires only 2 square feet 


of counter space. 

The Handee is a whole shop fall 

of tools in one. Uses 200 dif- 

ferent accessories to grind, 
polish, rout, drill, cut, 









earve, saw, engrave, etc. 
Plugs in any socket AC 
or DC, 110 volts. 


TWO MODELS 


STANDARD weighs 1 pound. 13,000 r.p.m. Re- 
tails for $10.75 and up. DE LUXE, fastest and 
most powerful tool for its type and weight, 12 
ounces. 25,000 r.p.m. Retails for $18.50. 





NEW — Big Profit-Maker 


Every Handee owner is a steady cus- 
tomer for accessories. Here’s a counter 
display that sells them — theft-proof, 
dust-proof, glass-top case takes up only 
1% square feet. Contains 80 livest 
varieties of sales-tested accessories most 
in demand, 3 of an item, plainly illus- 
trated and priced for easy re-ordering. 


WRITE TODAY FOR 


SPECIAL DEALS 


on Accessory Case and 
Free Handee Self-Demonstrator Set 


Chicago Wheel & Mfg. Co. 


1101 W. Monroe St. Dept. EE Chicago, Ill. | 








points he makes. We don’t know. 
If the Supreme Court could have 
come to an understanding with 
the President in regard to the de- 
sired legislation would it have 
been illegal for Chief Justice 
Hughes, representing the entire 
court, to have proposed certain 
changes to the President? It 
seems to me that would have been 
a nice way to bring it about. In 
the experience of every business 
executive he has had occasion to 
let out employees. Except in ex- 
treme cases, every considerate 
employer allows his employee to 
resign. This is done because if 
it is known that an employee has 
been discharged it is held against 


him. Therefore, it does seem to a 
good many of us who may be all 
wrong on the legalities of the 
case, that instead of being fired, 
certain members of the court 
might have arranged without any 
undignified publicity to resign. 

Much more might be written in 
regard to the Senator’s speech, but 
space forbids. Here is just one 
thought in conclusion. In these 
times, when so much disrespect 
has been shown to the courts by 
sit-down strikers and others, it 
certainly will not help the stand- 
ing of our justices and our courts, 
for the President of the United 
States to assail the highest court 
in the land the way he has. 





Coming Conventions and Events 


Associated Pot and Kettle Clubs An- 
nual Convention, Hotel Gearhart, Gear- 
hart, Ore., June 25 to 27 inclusive, 
1937. J. M. Robertson, secretary-trea- 
surer, 4725 District Blvd., Los An- 
geles, Cal. 

The Hardware Association of the 
Carolinas, 33rd annual _ convention, 
Winston-Salem, N. C., at place to be 
later designated, June 8 to 10 inclusive, 
1937. Arthur R. Craig, secretary, 803 
Commercial Trust Bldg., Charlotte, 
x. C. 

Eastern Hardware Golf Association’s 
Third Annual Tournament, Buckwood 
Inn, Shawnee-on-the-Delaware, Pa., 
May 20 to 22 inclusive, 1937. H. L. 
Gillian, secretary, care Wood Shovel 
& Tool Co., 50 Church St., New York. 

The Institute of Cooking and Heat- 
ing Appliance Manufacturers, Inc., 
Mid-Year Convention, French Lick 


Springs Hotel, French Lick Springs, 
Ind., June 3 to 5 inclusive, 1937. In- 
stitute Headquarters: Shoreham Hotel, 
Washington, D. C. 

Mississippi Retail Hardware and Im- 
plement Association 3lst Annual Con- 
vention, White House Hotel, Biloxi, 
Miss., June 14 to 16 inclusive, 1937. 
John F. Jennings, secretary, 307 Stand- 
ard Life Bldg., Jackson, Miss. 

National Federation of Implement 
Dealers’ Associations 38th Annual con- 
vention, Hotel Sherman, Chicago, IIl., 
Oct. 6 to 8 inclusive, 1937. H. J. Hodge, 
secretary, Abilene, Kan. 

National Retail Hardware Associa- 
tion’s 38th annual congress, Biltmore 
Hotel, Los Angeles, Cal., July 12 to 15 
inclusive, 1937. H. P. Sheets, manag- 
ing-director, 130 East Washington Bldg., 
Indianapolis, Ind. 





The First Year of Robinson- 
Patman Act 


(Continued from page 37) 


show the correctness of this state- 
ment. 

One of the conditions which the 
Patman Act undertook to meet was 
based upon the charge that large 
buyers often required their sellers 
to make delivery through a named 
brokerage concern and to pay the 
customary brokerage fee to such con- 
cern, when such brokerage concern 
was in fact owned by the buyer, and 
the brokerage fee paid by the seller 
was turned over to the buyer, there- 
by affording to the buyer a secret 
rebate or price-discrimination. Un- 
questionably, such a practice would 
involve an unfair price-advantage. 
The fact is, however, that it was 
adequately forbidden by the main 


section of the Patman Act which 
forbade all price-discriminations ex- 
cept upon the basis of differences in 
grade or quality and, in the limited 
sense above stated, in quantity. 
No need existed, therefore, for 
any further provision on this sub- 
ject. Nevertheless, the Patman Act 
undertook—and _ unfortunately in 
very confusing and almost unintel- 
ligible language—to deal with this 
particular situation in a new pro- 
vision; and it did so, in such a 
manner as to bring within its scope 
a large number of time-honored 
business practices which do not in 
fact involve price-discrimination. 
In thus undertaking to disrupt 
long established business customs 
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BRING THIS 


- | $30,000,000 MARKET 


TO YOUR STORE BY PROMOTING 
. GENERAL @ ELECTRIC 
: Hetfvinf 


APPLIANCES 
APPLIANCE AND MERCHANDISE DEPARTMENT, 








GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONN. 
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RR A 
MORE SALES 


MORE PROFITS. . 


MADE IN U.S.A. 





WITH 


WYTEFACE 
IN 
POCKET SIZE! 


This new pocket-size white steel tape will 
increase your sales per customer and bring 
you new profits. Tip Top offers all the 
WYTEFACE advantages in a compact 
nickelplated spring wind case. ‘The black- 
on-white graduations are easy to read, 
even in dim light, and the crack-proof 
surface protects the steel from rust. 


The display card above holds two tapes of 
each size—36 inch, 60 inch and 72 inch 
respectively. Stand it on your small tool 
counter; your customers will sell them- 
selves. Write today for a catalog showing 
the complete line of WYTEFACE Steel 
Tapes. 


«. KEUFFEL & ESSER CO. 


HOBOKEN, WN. J 
NEW YORK CHICAGO ST. LOUIS SAN FRANCISCO DETROIT MONTREAL 



























4509 PALMER ST. 


WEW:-FREE - 
a 
T1GWME BOOK | 





@Write today for this sensational book! It’s full 
of modern color treatments for every room in the 
home— magazine type illustrations that make it 
easy to select attractive color arrangements— 
evento the floor coverings and furnishings. Many 
exterior suggestions, too. This is just one of the 
many merchandising features furnished O’ Brien 
dealers—one of the reasons so many dealers are 
switching to the O’Brien line of quality finishes. 

Write today for complete details 

of our exclusive franchise plan. 


O’BRIEN VARNISH CO. 
South Bend, Indiana . . . Since 1875 


ET es 


O'BRIEN-*= PAINTS 


America’s Finest Finishes 
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in 
FRAMES 
in SETS 


If it's turnover and profit you're looking for 
—introduce your customer to Trojan Frames 
—the frames that guarantee positive blade 
tension — that together with Trojan Saw 
Blades have hundreds of applications in the 
home—or sell that handy Trojan Saw Set, a 

plete unit isting of a No. 20 Stand- 
ard frame and six blades selected to cut 
wood, metal, fiber, or plastic—many uses 
in the home, shop or school. It has plenty 
of spread for resale and you'll have a satis- 
fied customer as well. 





Write for Catalog. 


aie The Saw & 1,000 Uses 


WOME, snor, School, 





ACKERMANN-STEFFAN AND CO. 






CHICAGO, ILLINOIS 
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which have been innocently and ad- 
vantageously used by hundreds of 
smaller concerns, grave doubt has 
been created as to the constitution- 
ality of this provision. 

Another illustration is found in a 
further provision of the Patman Act 
which forbids payments to a cus- 
tomer for services or facilities 
furnished to a seller, unless such 
payments are available on propor- 
tionately equal terms to. all com- 
peting customers. 

Grave doubt has been expressed 
as to the constitutionality of this 
provision. This doubt is based upon 
the contention that where such pay- 
ments are made in good faith and 
for services actually rendered by 
the customer, and where the pay- 
ment is a reasonable and fair pay- 
ment for such services, then no 
secret rebate or price-discrimination 
has occurred; and no business basis 
or—which is more important—no 
legal or constitutional basis exists 
for congressional prohibition or in- 
terference. It is asserted that such 
a provision has no place whatever 
in a statute whose sole, declared 
purpose is to prohibit and prevent 
price-discrimination. 

Of course, where such payments 
are not genuine, that is, not made 
for services actually rendered, or 
are made in an amount exceeding 
the value of such services, then they 
are obviously mere devices to con- 
ceal secret rebates. This situation 
is, however, adequately covered by 
the main section of the Patman Act 
which, as above stated, adequately 
forbids a price-discrimination of this 
kind. 

The Patman Act, again not con- 
tent with this adequate prohibition, 
went further and declared that even 
when these payments are genuine 
and bona fide, they must nevertheless 
be made available on proportionately 
equal terms to all competing cus- 
tomers. 

Competent legal opinion has been 
expressed that in this provision, the 
Patman Act, has gone far beyond its 
declared purpose and far beyond the 
power given by the Constitution to 
Congress to regulate interstate com- 
merce. 

A further constitutional doubt has 
been expressed that it is impossible 
for a seller, even when acting in 
the best of good faith, to make such 
payments available on _ proportion- 
ately equal terms, to all competing 
customers; and that this provision 
has furnished no criterion or stand- 
ard by which this can be done. 

It has been asserted, however. 
that where a seller, acting in good 
faith, deems it to his best interest 


to procure from a customer, adver- 
tising and promotional cooperation 
and facilities, and to pay the cus- 
tomer a reasonable price therefor, 
it is a great and unnecessary hard- 
ship to impose upon such seller the 
obligation to obtain and pay for 
similar services or facilities from all 
of his customers and then to de- 
termine the proper payment to be 
made therefor. 

Upon this basis, sound objection 
has been raised that this provision is 
unconstitutional as being violative 
of the constitutional requirement 
that no one shall be deprived of his 
property, which includes the right 
to make contracts—without due 
process of law, in that it compels a 
seller, against his best interest, and 
against his own free will, to makc 
contracts which he has no desire to 
make, and which can be of no busi- 
ness advantage to him, but on the 
contrary, of great disadvantage. 

In thus exceeding the needs of the 
situation, the Patman Act has wan- 
dered far afield, and has undertaken 
to prohibit perfectly innocent and 
praiseworthy practices which have 
been in use for generations. 

Similar comments are applicable 
to a further provision of the Patman 
Act, which declares it to be unlaw- 
ful for a seller to discriminate in 
favor of one purchaser against other 
purchasers, by agreeing to furnish 
services or facilities to such pur- 
chaser, unless they are afforded to 
all purchasers on_ proportionately 
equal terms. 

The general view of the legal 
profession is that this provision. is 
unconstitutional upon the same 
grounds just stated with respect to 
the provision relating to a customer 
furnishing services or facilities to a 
seller. 

Both of these provisions were 
wholly unnecessary in the preven- 
tion of price-discrimination, because 
they were adequately covered by the 
main section of the Patman Act. 
The addition of these provisions has 
not only failed to add anything be- 
yond what the main section of the 
Act had already provided; but has 
undertaken to bring within such 
provisions countless examples of 
sound business practices which do 
not in fact involve price-discrimina- 
tion. 

Limitations of space preclude the 
discussion of other features of the 
Patman Act, the constitutionality of 
which is in grave doubt and which 
have thrown into confusion, count- 
less business practices which have 
never before been brought into ques- 
tion. 

It is important to add that some 
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SPRAY 







PRINTING 


OUTFIT 
REAL PERFORMANCE—LOW COST 


Here’s just the outfit hard- 
ware dealers need to win vol- 
ume business in 
spray painting 
equipment! For 
the first time— 
Jiffy brings 
real paint- 
ing perform- 
ance to the 
low - priced 
field: Even a novice can secure quality workman- 
ship! Jiffy is equipped with Crown’s new No. 18 
Pressure-Type Gun. Diaphragm Compressor (no 
pistons, cylinders or rings). Pressure-Feed Oil 
System. Air Cleaner, Air Pressure adjustment, 
weight 42 lbs. with motor. Guaranteed by Crown, 
manufacturers of famous Airflo outfits and full line 
of spray painting equipment since 1913. 

Write today for complete details, and a copy of 
Crown’s Merchandising Plan .. . It will mean extra 
profits for you! 


CROWN SPRAY GUN MFG. CO. 


1218 Venice Blvd., Los Angeles, Calif. e Warehouses in Principal Cities 
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SPRINKLING 
PROBLEM 


Water Runs Through Hose 
While Reeling or Unreeling 


No dragging of hose ... no soiled 
hands or clothes. Patented brass 
water-tight revolving joint; all 
steel drum and frame; portable. Each in re- 
shipping corrugated mailable box 24 lbs. Sam- 
ple sent on approval to rated firms. 


-PRICES ON ba 3 ‘-. 4or 
REAL REEL $3.00 _ $2.15 


FILEX-NEK (right) Rust-resistant, water-tight flexible 
|| tubing on steel base; makes common nozzle the handiest 
|| sprinkler available. 6 in box with colored dis- 
play card, 5 lbs. Sample sent on approval to 
rated firms. 


PRICES ON 3 Doz. 
Doz. $5.50 - $6.00 Doz. 


FLEX-NEK or More 









TERMS—April Ist dating; 2% 10 days, net 30 days. 
| MANUFACTURERS We, have @ vers, attuictive 


A G E Nw TS facturers Agents. If you are looking for 


a real money maker this spring and 
summer write us for full particulars. 











ANKER HOLTH MFG. CO. 


DEPT. H. A., Port Huron, Mich. 


If your jobber cannot 
supply you, order from 
factory. 
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A new and onaiate line of ready te nall Horse, 

Mule and Bronco shoes. Strong, tough, long 

wearing. Like all Diamond Shoes they are 

perfectly balaneed, and shaped to fit the average 

horse’s foot without alteration. Nail holes are 

clean, correctly tapered and spaced. Easily nailed. 
Write for information. 
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GET THIS 
New, Useful 


CATALOG 
of 


TOOLS 


Good To Look At 
Profitable to Use 


SEND POSTAL TODAY 
LANDON P. SMITH, INC. 
130 COIT ST., IRVINGTON, N. J. 


ICE TONGS 


That Carry a Profit 
Plain Handle 
Swell Handle 
Chain Handle 


Household 
Ask your Jobber or write us. 


CHARLES HESS CO., Inc. 


49-16 Metropolitan Ave., Brooklyn, N. Y. 


DENISTON 























‘Lead Seal” NAILS 


Get samples of this remarkable roofing nail 

which makes any kind of roofing give better service. 

— dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘Lead 

Beal’’—the lead under the head and down the 

shank actually plugs the nail hole with lead! . 

Ask = —- or write us for samples and dem- 


onstra 
‘The DENISTON Com 
4840 S. Western Ave. CHICASS, HLL. 









HWE NA/L 
CLIP: 9ERS 


MOUNTED ON THIS 
“SALESMAN” 


Colorful fast-selling dle- 
Hf — doz. clippers 
35¢ Good profit. 


your jebber, Send for eata- 
Lee orice chest. 


The H.C. COOK CO. 
ANSONIA, CONN. 


KEY BLANKS 


OF EVERY DESCRIPTION 





3 





Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U.S. A. 








The Original 
“HORSESHOE MAGNET’ 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 
Sele Manufacturer 
896 Atlantic Ave., Boston, Mass. 
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of the provisions of this law, per- 
haps by inadvertence, are not limited 
to transactions in interstate com- 
merce, thereby exceeding the con- 
stitutional power of Congress; and 
in other instances, they have not 
been limited to any injurious effect 
produced upon commerce—thereby 
again exceeding the constitutional 
power of Congress. 

Inasmuch as these criticisms, if 
sound, seriously affect the useful- 
ness, validity and enforceability of 
the Patman Act, it is important to 
emphasize that they are not made in 
any captious or destructive spirit. 
On the contrary, they are based 
upon full sympathy with the de- 
clared purpose of this law in seek- 
ing to place the smaller business 
concerns of this country upon a 
fairer competitive basis with their 
larger competitors. 

If that purpose had been adhered 
to, this law would have attained its 
full and proper objective; but when 
it went far beyond such objective, 
the result has been to cause un- 
necessary perplexity to the business 
men of this country in their effort 
to adapt their business policies to 
the provisions of this law, because 
many of these provisions are not 
only wholly unnecessary, but are ex- 
pressed in such vague and confusing 
language and, in many instances 
without proper legal or constitu- 
tional basis, that in the best of good 
faith and purpose, it has been found 
in countless instances, impracticable 
if not impossible to formulate any 
sensible or practical policy which 
will conform with these provisions, 
without the most destructive effects 
upon the business concerns who try 
to do so. 

It is to be regretted that anyone 
should feel under obligation to 
speak in this manner with respect 
to any statute of the United States. 
The comments here made are actu- 
ated purely by the constructive and 
sympathetic purpose of pointing out 
the urgent need of a prompt amend- 
ment of this law, to the end that 
these glaring defects may be cor- 
rected; and the confusion, perplex- 
ity and expense which they have 
caused to the business of this coun- 
try, may be terminated—all of this, 
without any detriment to the prin- 
cipal and commendable objective 
for which the Patman Act was en- 
acted. 

Nothing contained in these re- 
marks is intended to criticize or to 
reflect in any way whatever, upon 
the relationship of the Federal 
Trade Commission to this legisla- 
tion. On the contrary, numerous 
professional contacts with the Com- 
mission and many of its higher of- 





ficials, makes it both a duty and a 
pleasure to record, in the highest 
terms of praise, the energy and zeal 
with which the Commission and its 
officials have been discharging their 
heavy duties under this law. As a 
just and deserved compliment to the 
Commission, it seems proper to say 
that if the drafting of the Patman 
Act had been entrusted to the Com- 
mission, a better result would have 
been- achieved, and the many im- 
perfections which have been pointed 
out, would- never have occurred. 

Similarly, only commendation can 
be expressed ‘at the promptness and 
energy with which the Commission 
has instituted proceedings based 
upon alleged violations of this law 
—for when these proceedings have 
reached their final determination in 
the Federal Courts, greatly-needed 
clarification of the Patman Act will 
be gained and if amendments to it 
shall then be found necessary, clear 
basis for such amendments will have 
been authoritatively established. 

Pending such final determination, 
a safe guidance for business men 
ought to be an honest and sincere 
study of any existing problems 
under this law, so as to determine 
whether, as a matter of sound good 
sense, any policy under considera- 
tion does in true substance and fact 
amount to a hurtful or injurious dis- 
crimination not supported by sound 
business principles and _ business 
morality. 

If such a situation is found to 
exist, then entirely apart from the 
imperfections and defects in the Pat- 
man Act which have been here dis- 
closed, it will be an obvious duty to 
make a policy conform with the re- 
quirement of the Patman Act for- 
bidding true and genuine price- 
discriminations. 


“Black Leaf 40” Bulletin 


Contains many helpful suggestions 
for the control and extermination of 
insect pests. Discusses the proper me- 
trod of using “Black Leaf 40” both for 
plant life and animal life. Tobacco 
By-Products & Chemical Corp., Inc., 
Louisville, Ky. 


Rods And Tackle Catalog 


Shows in full color complete lines of 
fishing tackle for all types of fishing. 
Many new 1937 numbers are illustrated 
as well as improved features on some 
of the other numbers. Dealers’ helps 
shown are: window display card, win- 
dow banners, counter cards, and win- 
dow stickers. Catalog also illustrates 
a booklet written by Zane Grey which 
is available in quantities with the 
dealer’s individual imprint. Horrocks- 
Ibbotson Co., Utica, N. Y. 


HARDWARE AGE 














SASH CHAIN 


Will not stretch, kink, 
or jam. Links designed 
for greater strength. Uni- 
form links made to exact speci- 
Steel or Solid Bronze. 
Finished according to requirements. 


fications. 





In addition Corbin manufactures a full 
line of Wood and Lag Screws. Ma- 
chine Screws. Machine Screw Nuts. 
Cap and Set Screws. Stove Bolts. 
Semi-finished Nuts. Chain 


and_ Escutcheon Pins. 


SPECIFY CORBIN 


THE COR SCREW CORPORATION 


THE AM OF 0.0. 0.0:100 4 0.0;) OO) 120) :1. 08 (O), ME181 OO) B18) || 
NEW BRITAIN, CONN. 
New York - Chicago « Philadelphia 


Warehouses: 
























AS LITTLE AS ‘O FORA SPACIOUS ROOM 


MICHIGAN 
Weil! AVENUE AT 
sz] CONGRESS 


AUDITORIUM 
400 ROOMS trom $2. yy 


Here's a hotel value for you. A 7°” 
large room right at the edge of 
the Loop, with every comfort and 
luxury at a rate surprisingly low. 
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NO ROOFING IS BETTER 
THAN ITS 


SURFACE 


Roofing can give service only so long as its topmost 
layer resists time and the elements. That’s why so many 
leading roofing manufacturers permanently protect 
the surface of their make of roofing with an outer 
coating of STA-SO. 

STA-SO is the surfacing of crushed, everlasting Vermont slate 
—non-porous, non-fading, wear defying. Its hard slate par- 
ticles, flat and overlapping like fish-scales, will not drop out or 
wash off. STA-SO completely seals any roofing surface and is 
proof against age, weather, fire and sun. 

STA-SO, on roofing, shows no brand or label. To make sure 


that any make of roofing you handle is surfaced with STA-SO, 
write us for the facts. 


CENTRAL COMMERCIAL CO., CHICAGO 


YOU CAN ALWAYS SAFELY RECOMMEND 
ANY ROOFING SURFACED WITH 





° STA-SO"s@ ° 


MY SALES INCREASED . . 












IN SEVEN 
MONTHS 
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oe SPEED-O-LITE RENTALS 


WRITES AN ALERT DEALER ... 


DEALERS all over the United States report ever in- 
te the tremendous popular appeal of 
the SPEED-O-LITE. It rents on sight. Requires no 
experience to run one. It has brought Increased Business 
and BIGGER PROFITS to —_ > oe. Feature 
it on your floor ut to wor FREE Advertising 
Material that @ quickly starts the “dollars rolling ° = 
actually produces waiting lists of renters. Is an 
wonder that thousands exclaim ‘‘it’s the GREATEST 
MERCHANDISER of FLOOR FINISHING MATE- 
RIALS we've ever had.’’ Actual sales records show that 
material sales equal or exceed rental earnings. 


YOU OWE IT TO YOURSELF to give your cus- 
tomers what they want. REAP THE DOUBLE 
PROFITS that await only your action. There 
are hundreds of prospects right in your terri- 


NO DIRT 
NO DUST 


= pe te -< a eee No NO MUSS 
sales resistance. Try this marvelous light 

weight sander that works right up to the Saat tana 
quarter-round, picking up all dirt and dust, ( ) 
leaving a ballroom finish on any floor. INCLUDING 
Its powerful burn-out proof motor — its MOTOR 


ball bearing equipment throughout—its 
utter simplicity—its freedom from break- 
downs—are factors that click with the 
customers. 





TRY IT ON SPECIAL 
5-DAY FREE TRIAL OFFER 


JOIN THE | 








MAIL THIS COUPON TODAY 

5 ~ 
4 LINCOLN-SCHLUETER FLOOR MACHINERY CO. 5 
g 212 W. Grand Ave., Chicago, Illinois 52037 et 
: Please send full details of your 5-day FREE Trial SPEED-O-LITE Offer. 4 
‘ Also complete information on your Merchandising Plan for Dealers. z 
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The “W ho Makes It?” issue of Hardware Age enables you to quickly locate sources of 






information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue published on August 27, 1936. 


onpaly and helps you answer many questions regarding brand names, products, etc. 


? 


Oswego, N. Y.: Who makes the 
McMillan clamp for concrete 
forms?—Reid & Co. 

ANSWER: M. & M Wire Clamp 
Co., 983 17th Ave., S. E., Minne- 
apolis, Minn. 


* * * 


Lewiston, Mich.: Where can we 
get repairs for the Detroit Vapor 
Stove?—Geo. F. Sachs. 

ANSWER: Detroit Vapor Stove 
Co., 12345 Keicheval Ave., Detroit. 
Mich. 


* * * 


Penn Yan, N. Y.: Please furnish 
name and address of the makers of 
Bob-A-Lawn power mowers.—The 
Hollowell & Wise Co. 

ANSWER: Cushman Motor 
Works, Lincoln, Neb. 


* * * 


Sioux Falls, S. D.: Please furnish 
name> and address of the company 
that makes, the Quick Meal oil cook 
stoves.—Gaast to Coast Store. 

ANSWER: American Stove Co.. 
Lorain Div. }200 Long Ave., Lorain, 
Ohio. 7 

* * * 

Pittsfield, Mass.: Who makes a 
small revolving wheel ventilator 
which is installed by cutting a circu- 
lar hole in the glass? — Peirson 
Hardware Co. 

ANSWER: Protective Ventilator 
& Screen Corp., 17 E. 129th St.. 
New York, N. Y. 


* * * 


Berlin, Wis.: Who makes ther- 
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mometers marked B.T. Co.?—Cun- 
ningham Hdw. Co. 

ANSWER: Bauer Thermometer 
Co., 332 W. 21st St., New York, 
te Y. 

* * * 

Lawrence, Mass.: Please furnish 
name and address of the Hardie & 
Bean fruit spraying machines.— 
Essex Hardware & Plumbing Supply 
Co. 

ANSWER: Hardie Mfg. Co., Hud- 
son, Mich. and John Bean Mfg. Co., 
Lansing, Mich. 


* * %* 


Reading, Pa.: Who makes a gar- 
den wheelbarrow made of rattan 
with a removable varnished bushel 
basket?—-L. Bright & @ompany. 

ANSWER: F. Debski & Co., 45 
University Place, New York, N. Y. 


* %* * 


Chicago, Ill.: Who makes the Zip- 
All hand scraper?—Chicago Whole- 
sale Hardware Co. 

ANSWER: Zip-All Products Co., 
14 Warren St., New York, N. Y. 


So * * 


Alderson, West Va.: Who makes 
the Richvar hot water radiator?— 
Riverside Hardware Co. 

ANSWER: Richmond Radiator 


Co.. Uniontown, Pa. 


oo | @ 


Tarpon Springs, Florida: Who 
makes a paint mixer that is used to 
mix the paint in the can without 
opening the can?—Sparks Lumber 
Co. 


ANSWER: Arlington Machine 
Works, Inc., 668 Jenks St.? Saint 
Paul, Minn., and Roan Mfg. Co., 
Racine, Wis. 


* & @ 


Baltimore. Md.: Who makes the 
Sure-Grip lawn weeder?—John K. 
Wilson Co. 

ANSWER: Decker Mfg. Co., 
Keokuk, Iowa. 


Ss @ ¢ 


_ Greenwich, Conn.: Who makes 
the Beeman garden tractor ?—Green- 
wich Hardware Co. 

ANSWER: The New Beeman 
Tractor Co., Minneapolis, Minn. 


* * * 


West Salem, O.: Who makes a 
food and meat chopper by the name 
Clearcut?—C. O. Berkebile. 

ANSWER: This is a_ special 
brand of the George Worthington 
Co., 802 St. Clair Ave. N. W., Cleve- 
land, Ohio. 

* * * 

Sacred Heart, Minn.: Where can 
we get repairs for a Jumbo swivel 
hay carrier?—Nordstrom & Sagnes. 

ANSWER: Louden Machinery 
Co., Fairfield, Iowa. 


= = ¢* 


Golden, N. Y.: Who makes elec- 
tric charged fence?—Riehle Bros. 

ANSWER: Prime Mfg. Co., 1669 
S. First St., Milwaukee, Wis.; One 
Wire Fence Co., 1005 Main St., 
Whitewater, Wis.; Leichner Electric 
Co.. 2026 Fairfield Ave., Fort Wayne, 
Ind. 
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TRADE MARK) 


ISA GENUINE 
RUBBERSET 























HARDWARE 


ECOGNIZED everywhere as a 
product of quality. A complete 





line to meet every building require- 
ment. Send for illustrated catalog and 
join the ranks of National dealers. 











STERLING °. ILLINOIS 








ALWAYS NEEDED! 
A List of 


WHOLESALE 
HARDWARE 
HOUSES Giving 


Names and Addresses; Capitaliza- 
tions; Lines Handled; Territories 
Covered; Number of Men Travelled; 
Names of Officers and Buyers. 
Useful for 
PERSONAL SALES CONTACTS 
Price $10.00 a Copy CREDIT DEPARTMENT 
Check with Order DIRECT MAIL WORK 


HARDWARE AGE VERIFIED LIST 
239 W. 39th ST., NEW YORK, N. Y. 
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| you feature the Uniform Nut Meat 
| Chopper as a popularly priced, practical 


| showers, June brides, Mother’s Day... 
| as well as for birthdays, guest gifts, an- 


| small display and a reminder card will 


National Manufacturing Co. | 









@ You'll make extra sales a-plenty if 
gift for spring occasions . . . wedding 


niversaries, etc., the year e’round. A 


“sell the idea’ to your customers! 
Your Jobber Has Choppers in Stock 


METWOOD MANUFACTURING Co. 
Rockford Illinois — 
















The name ‘Co rtla x: 


signifies a “standard of quality” of straight line and grad- 







vated nettings which for 60 years has meant satisfaction 







to the user with profit to the dealer. . . . Ask your jobber. 









WIRE - WIRE CLOTH - POULTRY NETTING - HARDWARE CLOTH - WIRE NAILS 








WICKWI RE BROTHERS 
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CLASSIFIED OPPORTUNITIES SECTION 


Positions Wanted Advertisements 


at special rate of one cent a word, mini. 
mum 50 cents per insertion. 
All Other Classifications 

Set Selid, Maximum of 50 EP +0 
Each additional word........ 

All Capitals, Maximum of so weeds. ° 4.00 
Each additional word............ .06 
Allow Seven Words for Based Address 

Boxed Display Rates 


1 inch . ecccccccccccces c OOOO 
Each additional gan dcinc tan 4.00 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES ® 


Discounts for Consecutive insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 
ments 


—— - —_ 
‘REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 
—s e —- 


HARDWARE AGE is published every other 
Thursday. Classified forms close 13 days 








previous to date of publication. 


NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 


— @ = 
Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 








BUSINESS OPPORTUNITIES | BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES WANTED 








TO 


We are looking for another manufacturer 
with a good item or line (preferably a house- 
hold item), who seeks our type of distribution, 
with the thought of offering the advantages of 
our sales and sales promotion organization and 
facilities for his product. 


We can offer him almost complete coverage of 
the hardware field, and an acceptance that only 
can be had by long and favorable contact. 


We are a nationally-known hardware manufac- 


UNUSUAL OPPORTUNITY FOR MANUFACTURER 
SECURE NATIONAL DISTRIBUTION 
MINIMUM INVESTMENT 


WITH 


turer of an item of limited appeal, established 
over 50 years, well regarded in the trade for 
quality of product and sales policies. We have 
long-established and national distribution 
through nearly all leading hardware jobbers. 


If you have such a product and are interested 
in a confidential discussion that may lead to a 
rapid building of national distribution and mu- 
tual profit, please address Box 566, Hardware 
Age. 











For Sale—One of the most ACTIVE, 
PRODUCTIVE, and PROFIT-MAKING 
LONG - ESTABLISHED HARDWARE 
and HOUSEWARE STORES on the 
Pacific Coast is offered for sale by the 
owner, who is retiring from business. 
Present owner of business will lease the 
building for 5 or 10-year term, on 3% 
of gross sales. $70,000 volume in 1936; 
18% increase over last year during first 
3 months of 1987. STORE CONDUCTED 
ON CASH BASIS only, NO DEAD 
STOCK, inventory about $30,000. Will 
sell modern fixtures at low cost, half 
cash and terms on balance for merchan- 
dise inventory and small percentage of 
original fixture cost. Business for sev- 
eral years past has been producing about 
20% net profit. Business situated in grow- 
ing section of Los Angeles. Write—1126 
Rives-Strong Bldg., Los Angeles, Calif. 











FOR SALE: A MODERN WELL-STOCKED 
hardware business in County Seat town in Kansas. 
Address Box C-497, ase of Harpware Acez, 239 
W. 39th St., N. Y. City. 





FOR SALE—MODERN LAWN MOWER 
factory, now in operation. Established 40 years. 
Other business reason for selling. Address— 
Box 15, Elwood, Indiana. 


HELP WANTED 


WANTED — WHOLESALE HARDWARE 
MILL SUPPLY MAN. Experienced in catalog 
change sheets and pricing department, capable 
of handling house sales. If not experienced and 
capable need not apply. In applying furnish 
reference, past experience and whom with. Lo- 
cated in a live industrial town—Tennessee Valley. 
A real opportunity for the right man. Address 
Box C-559, care of Harpware Ace, 239 W. 39th 
Su, N. Y. City. 











96 


CREAM SEPARATORS—FACTORY  RE- 
BUILT (not just repaired); new machine guar- 
antee; big saving. State brand and size wanted, 
also brand and size now using. Easy terms. 
Address—Anker-Holth Manufacturing Company, 
Box 738-HA, Port Huron, Michigan. 





MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 








SACRIFICE — BECAUSE OF ILLNESS, 
THE plumbing, heating, tinning and paint busi- 
ness of John V. Denise, 11 West Main Street, 
Freehold, New Jersey, is offered for sale. Estab- 
lished at this stand in 1900. Communicate with 
Garret A. enise, Attorney, Freehold, 
Business Phone: Freehold 311. Residence Phone 
Freehold 20. 





FOR SALE—RETAIL HARDWARE STORE 
IN BUSY SECTION OF HARTFORD, CONN. 
ESTABLISHED 14 YEARS. 

ARE SPORTING 

ING AND ELECTRICAL SUPPLIES, PAINT 
AND WALL PAPER OWNERS NEED 
MORE CAPITAL FOR EXPANSION OF AN- 

OTHER BUSINESS. PRICE $0. 000. CASH 
REQUIRED $10,000. WILL NET OWNER 
$125 WEEKLY. ADDRESS BOX C-554, CARE 
OF HARDWARE AGE, 239 W. 39TH ST., 
N. ¥. CIty 








SALES REPRESENTATIVES WANTED 





SALESMAN, TO SELL GENERAL LINE 
of electrical and plumbing supplies to retail hard- 
ware stores in New Jersey. Must be experienced 
outside salesman. Prefer man with following 
amongst trade in southern Jersey territory. Lib- 
er2l commission. State full particulars in first 
letter. Address Box C-560, care of HarpWarE 
Ace, 239 W. 39th St., N. Y. City. 


SALES REPRESENTATIVE FOR LOCK 
MANUFACTURER to the -wholesale and retail 
trade in Florida and Georgia—also for Tennessee. 
Write full particulars to Box C-558, care of 
Harpware Ace, 239 W. 39th St., N.Y. City. 








WAGON JOBBERS NEEDED IN PHILA- 
DELPHIA, Pittsburgh, Cleveland, Cincinnati 
and Southern States—fast selling hardware spe- 
cialty for hardware stores and lumber yards. 
Address Box C-561, care of Harpware AcE, 239 
W. 39th St., N. Y. City. 





SALESMEN CALLING ON FURNITURE, 
HARDWARE, department stores and jobbers. 
Reliable corporation offers permanent connection. 
We manufacture finest, fastest, patented sellers. 
Write for full-time or side-line possibilities. Ad- 
dress Dustmaster Corporation, Dept. H3, 600 
First Avenue North, Minneapolis, Minnesota. 





ESTABLISHED MANUFACTURER OF 
BUILDERS’ HARDWARE specialties, padlocks 
and night latches desires experienced representa- 
tion on commission basis in Southern, Mid-West 
and Western territories. Address Box C-563, 
care of Harpware AcE, 239 W. 39th St., N. Y. 
City. 





SALESMEN CALLING ON HARDWARE 
JOBBERS and dealers to sell complete line of 
oil, coal and gas heaters, gas and coal ranges, 
medium priced end popular line. Territories 
open, Eastern Pennsylvania, Delaware, Mary- 
land, also Maine, New Hampshire and Vermont. 
Commission basis. Address Box o-* care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





LARGE MANUFACTURER TACKS, NAILS, 
ETC., wishes to make connections with several 
salesmen now calling on hardware and miscel- 
laneous jobbers, furniture, mattress and casket 
manufacturers in the States of Indiana, Michigan, 
Ohio, Western Pennsylvania and Western New 
York. Established trade in territory. Prefer 
men concentrating each State or part. Advise 
territory covered in first letter. Address Box 
C-555, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 





SALESMEN—TO REPRESENT OLD ES- 
TABLISHED saw manufacturer offering com- 
plete line of saws, including crosscut saws and 
hand saws, to the hardware trade, opportunity to 
sell hardware jobbers and hardware dealers. Must 
travel most of time and have experience selling 
hardware jobbing trade. Give full details in first 
letter stating age, education, lines now carried, 
territory covered and how often. Address Box 
C-388, are of Harpware Acz, 239 W. 39th St., 

Y. City. 





ATTENTION RETAIL CLERKS—IF YOU 
feel you are up blind alley New England manu- 
facturer paints and paint specialties have New 
England territory vacant for full time represen- 
tative, drawing account and commission basis. 
Prefer young, married man who has urge to 
better himself. Write fully education, history. 
age, size family and why you know you can sell 
goods on road. All letters held confidential and 
acknowledged. Address Box C-556, f 


care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


HARDWARE AGE. 





ACCOUNTS WANTED 


POSITIONS WA 


POSITIONS WA 








WELL ESTABLISHED 


MANUFACTURERS’ REPRESENTATIVES 
FINANCIALLY RESPONSIBLE, A-l REFER- 
ENCES, will consider: one additional line having 
volume possibilities for hardware, mill supply and 
kindred outlets. Eastern territory. 
Address Box C-509, care of HARDWARE AGE 
239 W. 39th St., N. Y. City 








Will sell for manufacturer of merit to 
the hardware trade, with missionary 
work if desired. This offer comes 
from sales representative reliably es- 
tablished in New York City for ten 
years. Covering Eastern Territory. 


Address Box C-565, 


Care of HARDWARE AGE, 
239 W. 39th St., N. Y. City. 


POSITIONS WANTED 


Hardware Personnel 


Uur files centain applications of several hundred ex- 
perienced and well trained employees in the hard- 
ware industries. 
NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


If we can be of any help t " it phone 
ASSOCIATED PLACEMENT BUREAU 

152 West 42nd Street New York City 

§. WIS. 7-1802, 1803 





























EXPERIENCED SALESMAN WITH 
STRONG FOLLOWING among jobbers and 
chain stores in the southwest desires connection 
with reliable manufacturer as sales representa- 
tive. Know the territory and know merchandis- 
ing, have clean successful record and first-class 
references. Correspondence invited. Address— 
P. O. Box 2737, Dallas, Texas. 

._ YOUNG MAN, 27, WITH 10 years’ experience 
in retail hardware and paint line, desires position 
with retail hardware and paint firm where future 
is definite opportunity. Two years’ college educa- 
tion. Well acquainted with all lines. Best of 
references. Single; can locate anywhere. Will 
start at $25.00 per week. Address Box C-544, 
an of Harpware AcE, 239 W. 39th St., N. Y. 
ity. 

AVAILABLE: YOUNG MAN, 30, MAR- 
RIED, experienced supervisor in hardware re- 
ceiving, 5 years’ experience in large New York 
department store. Executive ability with knowl- 
edge of estimating, mechanical ability and expert 
chauffeur, can furnish best references. Address 
Box C-557, care of Harpware Ace, 239 W. 39th 
St. N. ¥. City. 











MANUFACTURERS’ SALES PROBLEMS— 
ANALYSIS — SURVEYS — distribution — mar- 
keting. Experienced. Also knowledge of build- 
ers’ general and specialty lines, having traveled 
most of the United States. Would accept for time 
of. part or enure probientr - “Box -€-475, 
ome of Harpware Ace, 239 W. 39th St., N. Y 

ity. 





HARDWARE MAN THOROUGHLY €EX- 
PERIENCED IN retail and wholesale hardware, 
paints, sporting goods and kindred lines desires 
a position with responsible retail firm. Refer- 
ences. Capable of buying, bookkeeping and store 
management. In late forties and good health. 
Free to go anywhere. Middle West or South pre- 
ferred. Salary secondary. Address Box C-428, 
= of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 





CREDIT MAN—ACCOUNTANT, 32, MAR- 
RIED, fifteen years’ diversified experience, now 
number-one man—well known and experienced in 
hardware, paints and durable goods trades— 
wholesale and manufacturing—complete super- 
vision of accounting and credit work, contractual 
and maritime credits, billing, pricing, sales pro- 
motional work. Excellent references. Good in- 
vestment. Address Box C-552, care of Harp- 
ware AcE, 239 W. 39th St., N. Y. City. 


A PROFIT BUILDING STORE MANAGER, 
now employed, desires similar position, but with 
firm willing to pay for actual results. Intimate 
knowledge of entire line. Thoroughly familiar 
with modern merchandising methods. Really ex- 
perienced, with fine record of achievement. Will 
go anywhere desired opportunity exists. Finest 
business and character references. Address Box 
C-553, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 





BUILDERS’ HARDWARE MAN SEEKS 
NEW connection either with manufacturer or 
large builders’ hardware dealer. Thoroughly ex- 
perienced in contact work, plan reading, etc. 
Fifteen years’ experience with large distributors 
and nationally-known manufacturer. Well ac- 
quainted with dealers and jobbers in western 
and central New York State. Now located in 
New York State. Most familiar with Yale and 
Sargent lines. Age 37, married, excellent ref- 
erences. Salary and expense or salary, expense 
and bonus arrangement only considered. Address 
Box C-564, care of Harpware AcE, 239 W. 
39th St., N. Y. City. 








EXPERIENCED HARDWARE MAN SEEKS 
SALES connection. Have recently terminated a 
long and successful connection with nationall) 
known hardware manufacturing company and am 
now desirous of securing new connection—sales 
preferred—as manager of branch office or terri 
tory. Intimately acquainted with the Jobbing 
and Retail trade in Philadelphia, Baltimore and 
Washington. Excellent references. Address Box 
C-526, care of Harpware Ace, 239 W. 39th St.. 
N. Y. City. 





EXPERIENCED RETAIL MAN, WITH 
SIXTEEN years’ retail experience, four years as 
manager, four years as owner, desires position 
as manager in small retail stores, in either Penn- 
sylvania, Maryland, Delaware, Virginia, West 
Virginia, or New York State. Married, 36 years 
of age. Willing to work for straight salary, or 
salary and commission. Employed at present, but 
desires an opportunity to make good with a busi 
ness, as I would my own. Address Box C-529. 
care of Harpware AGeE, 239 W. 39th St., N. Y 
City. 





PROGRESSIVE HARDWARE AND IN- 
DUSTRIAL SUPPLY man open for connection 
with reliable firm, either retail, wholesale, or 
manufacturer. Thoroughly experienced in gen- 
eral hardware—including all kindred lines—also 
mill and factory supplies. Capable merchandiser 
and retail store manager. Successful traveling 
sales engineer and specialized selling for both 
jobber and manufacturer. Experienced sales man- 
ager for hardware and mill supply jobber. Very 
best references regarding my capability, relia- 
bility, fidelity and integrity. Address Box C-545, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 





YOUNG MAN, AGE 25, SINGLE, four 
years’ experience in retail hardware, desires em- 
ployment with wholesaler or manufacturer as 
sales representative, or with well-established re- 
tail hardware concern. Experienced in_ stock- 
keeping, buying, inside and outside selling of 
builders’ hardware, floor covering, paint, washing 
machines, oil burners and other hardware de- 
partment items; also implement parts. Will ae- 
cept any position with wholesaler until sales rep- 
resentative opening occurs. Reason for change 
is advancement. Will accept any territory— 
North Dakota, South Dakota, Minnesota, Wis- 
consin preferred. Employed. Good sales record 
A-1 reference from past and present employers. 
Address Box 242, Aneta, North Dakota. 





AVAILABLE—SALES EXECUTIVE, NOW 
EMPLOYED, age thirty-nine, married, is seek 
ing a connection with a large or small corpora 
tion who would require the services of a_ capable 
man, qualified to fill the following position or 
positions: sales manager, assistant sales manager. 
contact man, district sales supervisor, district 
branch manager, or traveling sales representa 
tive. Seventeen years successful combined experi 
ence in the above positions selling to manufac 
turers, jobbers, department stores, dealers and 
factory distributors in the hardware, mill supply 
electrical, automotive and plumbing and heating 
field. Eight years’ selling experience in greater 
New York territory. Understands merchandising 
from manufacturer to consumer thoroughly. Ad 
dress Box C- 533, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 








37 Advertisers Used the “’Classified Section’ 





The Classified Opportunities Section of a recent issue of Hardware Age was 
used by 37 different advertisers. 
Some wanted to buy a hardware store—others wanted to sell their hardware 
business; some wanted to secure sales representatives; others wanted sales 
accounts—and others sought various positions in the hardware trade, but all 
sought HARDWARE AGE and used its Classified Opportunities Section. 

Unquestionably their selection of Hardware Age was due to its wide circula- 
tion in the Hardware trade and its proven record to secure RESULTS for those 
who use its “Classified Section.” 


Rates on request. 








HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St., (4 Chilton Publication) New York, N. Y. 


® 


A.B.C.—Charter Member—A.B.P. Inc. 
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Norton Abrasives .........+.-- -- 
Norton Door Closer Co. ....-- _— 
Nott Mfg. Co. ......--sseee. _ 

Oo 
O’Brien Varnish Co. ........ 90 
ee Ge, | ccesccnncoceces -- 
Ohlen-Bishop Co., The ....... — 
Oil Devices Corp. ..........-- 74 
Okonite Co., The ............ 6 
Osborn Mfg. Co., The ........ 100 
P 
Peck, Stow & Wilcox Co. .... — 
Pecora Paint Co. ....-.se.cece -- 
Perfection Stove Co. ......... 16-17 
Peters Cartridge Div. Reming- 
tome Aigeee Co, Tmt. 200. ccee = 
Phoenix Mie. Ce. <2... cscs -- 


Pittsburgh “Plate Glass Co. 


Pittsburgh Plate Glass Co. 
(Paint Div.) 
Pittsburgh Plate Glass Co. 
(Pennvernon iv.) 
Pittsburgh Plate Glass Co. 
CSteee Wie) icc. cscccsis 
Pittsburgh Steel Co. .......... 
Plastic Wood 
Plymouth Cordage Co. 
Porcelain Enamel Institute, Inc. 1 
Porter, Inc., H. 
Premax Sales Div. of Chisholm- 
Ryder Co., Inc. 
Progressive Mfg. Co., The .... 


Raybestos-Manhattan Inc. (Ray- 

bestos Div.) 
Ray-O-Vac Co. 
Reflector Hardware Corp. .... 
Reid-Way Corp., The ........ 99 
Remington Arms Co. .........- _ 
Republic Steel Corp. ......... — 


Isilil 








Republic Steel Corp. (Agricul- 
a eS ere te ere -— 
Republic Steel Corp. (Upson 
PE MOR. cdi naihna ctdhcases — 
Reynolds Wire Co. .........-. _- 
Rich Pump & Ladder Co., The — 
Richards-Wilcox Mfg. Co. .... — 
Ridge Tool Co., The ......... — 
Robertson, Arthur R. ........ 92 
Rochester Sash Balance Co., Inc. — 
Rogers Isinglass & Glue Co. .. — 
Roger Corp., Geo. D. ........ 85 
Rubberset Co., The .......... 95 
Ruby Chemical Co. .......... — 
ey 2 i & Ward Bolt 
Shaean s ie. Inc., Jos T. 83 
s 
Samson Cordage Works ...... -- 
Sand’s Level & Tool Co. ...... -- 
Sandvik Saw & Tool Corp..... — 
Savage Arms Corp. .........- -- 
Saylor-Beall Mfg. Co. ........ _— 
Schaefer Brush Mfg. Co. ..... — 
Schalk Chemical Co. ......... -- 
Bebets Te, CO oc ccsscesc-ce _- 
Schollhorn Co., The Wm. oa 
Schroeder & Tremayne, Inc. -- 
Sesamee Company .......... 19, 20 
Shapleigh Hardware Co. ..... 102 
Sheffield Bronze Powder & Sten- 
Seen a nduedens oes 
Shelby Cycle Co. .........-.- 





Sherman Mfg. Co., H. B. .... — 
Sherwin-Williams Co., The.... 69 
Signal Elec. Mfg. Co. ....... — 
Simonds Saw & Steel Co. _ 
Simplex Mfg. Co. ........---- _ 
rere ree 
Smith, Inc., 
Soss Mfg. ‘0. 
Standard Tool Co. ........... -- 
Stanley Rule & Level Plant .. 
Stanley Works, The ........5, 
Star Heel ggg FRR 
Stearns & 
Sterling Paint & "Varnish Co. 
Stevens Arms Co., 
Swain, Inc., 

Swartzbaugh Mfg. ‘Co., The .. -— 


T 


Taylor Instrument Companies. . 0 
Technical Glass Co., Inc....... 1 
Three-in-One Oil Co. (The A. S. 
Boyle Co., Inc.) .......+++-- — 
Thompson & Son Co. The 
Henry G. ...cccccccccccess > 
Townsend, B. W. — 
Trico Fuse Mfg. Co. _ 
Triplex Screw Co., The .....- — 


Tubular Rivet & Stud Co. .... 
Tucker Duck & Rubber Co. 
Turner Brass Works, The ...-- 


U 


Union Fork & Hoe Co., The .. — 
Union Hardware Co. 8 
United Royalties Corp. .....-- ~~ 
U. S. Rubber Co. .........-- 66-67 
U. S. Steel Corp. .......... _- 
Utica Drop Forge & Tool Corp. — 


Vv 


Vaughan & Bushnell Mfg. Co.. — 
Vaughan Novelty Mfg. Co., Inc. — 
Victor Electric Products, ies t= 
Vita-Var Corp. 101 
Vichek Tool Co. ......+-++-:- a 


w 

Wall Rope Works .........--- — 
Walworth Ca. ...ccccccccsess -- 
Waltham Watch Co. ........- 12 
Ware Bros. Co. .....--+++-+- 85 
Warren Tool Corp. .........-- -— 
West Bend Aluminum Co. ..... — 
Western Cartridge Co. ....... 14 
Westfield Mfg. Co., The ..... — 
Westinghouse Electric & Mfg. 

OU akbaccsdcscicsne ss dcaaes 
White Mountain Freezer Co., 

Seer errr = 
Wickwire Brothers ........... 95 
Wickwire poenees Steel Co. _ 
Wilson & Co., Inc., C. E. ..... —- 
Winchester Repeating Arms Co. — 
Witt seme Ay ARP — 
Wood Shovel & Tet Co. ..... 24 
Woodruff & Sons, F. H. ...... — 
Wooster Brush Co. .......+.- 2 
Wright Steel & Wire Co., G. = 

: 


Yale & Towne Mfg. Co., The.. 3 
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WHAT ABOUT 


RENTAL 
SANDERS. 


Write 


The Reid-Way Corporation 


2907 First Ave. E Cedar Rapids, lowa 
“ONLY ONE MOVING PART” 

















“ASK ANY MECHANIC” 


IT PAYS TO 
BUY THE BEST 


Kraeuter Pliers have 
been the favorite of 
experienced Mechan- 
ics for the past 70 
years. They'll help 
turn out better work 
with less time and“effort. There’s a model 
for every purpose. For full information, 
write Dept. “HA.” 


hell tell you 





THE DIFFERENCE 
BETWEEN KRAEUTER 
PLIERS AND THE 
ORDINARY KIND 
MEANS MONEY IN 
MY POCKET 
















KRAEUTER & co. Manufacturers of | 


(Pronounced KROY-TER) Highest Quality Pliers 


NEWARK, N. J. and Tools Since 1860 | 














Made to CATCH and 4 HOLD 


A CASH ia SPARE sae) 
PPING 





ome 


| SELL 












er what every trap -sell- 
ing retailer wants—A WAY 
TO DISPLAY TRAPS ON THE 
COUNTER. 


No. 1 VG, the Victor trap with 
the “Stop-Loss Guard”, is pre- 
ferred by experienced trappers 
whenever they see it— handle it 
—test it. This three-color display 
board attracts attention, displays 
lacquered sample to best advan- 
tage, sells a better trap to 
Smart trappers. 


FREE DISPLAY 
FREE SAMPLE TRAP 
FREE CIRCULARS 


Sent to every retailer 
with his first order for 
1 Dozen No. 1 VG “The 
Victor Trap with the 
Stop-Loss Guard”. 


Ask your wholesaler’s 
salesman, or write to us 


_ ANIMAL TRAP COMPANY OF AMERICA - LITITZ, PA. 











Just as this ad. 





STOP—READ—and ADVERTISE! 


arrested your attention, so will a 


Classified Ad. in Hardware Age arrest the attention 
of the “CLASS” you desire to reach. That is why 


those in the Hardware trade 


Use the “Classified Section” of Hardware Age 


to reach Hardware Manufacturers, Manufacturers’ Agents, Jobbers, Job- 
bers’ Salesmen, Retailers and Retail Salesmen. But Hardware Age does 
more than REACH these classes—it secures RESULTS for its advertisers. 
That is why we stopped you long enough to read this ad. and tell you that 
your copy, with remittance, must reach us at least thirteen days before 
publication to insure insertion in the “Classified Section”. It’s up to you. 


HARDWARE AGE 


Classified Opportunities Dept. 


239 West 39th Street 


A.B.C 


— Charter Member — 


(A Chilton Publication) New York,N. Y. 
A.B.P. Inc. 








MAY 20, 1937 




















Send For 

The New 
List and 
Prices! 


DISPLAY ASSORTMENTS OF 
LETTERS, FIGURES, HOUSE NUMBERS 


PREMAX SALES DIVISION 


hisholm-Ryder Company, In 
33801 Hightomd A ive, Niegare, Fi Fails, N. ¥. 

















Easy Sales and 
Big Profits Hang 
on Small Items like 


MOORE 
PUSH-PINS and 
PUSHLESS HANGERS 


And these easy sales will double 
or triple when this handsome _ 
2 play cabinet is — in sight. N 

<2 tional advertising has taught your 
customers the need for 
handy products, already in use im in 
most homes, but there is a 
need for more . . .aneed which this 
cabinet will quickly bring to mind. 


MOORE PUSH-PIN CO. 


Manufacturers of MOORE Push-Pins 
and MOORE Pushiess Hangers 
113-125 Berkley St., Philadelphia 


FREE! 


Com % 
pre ory 
revolvi 

Gaples 
cabinet 
with each 
assort- 
ment of 
72 packs. 














The BOSTON LINE of Garden Hose 


EETS every garden hose need. 7 stand- 
ard nationally known brands of plied 
and moulded hose. Each 
brand a leader in its own 
price field. A complete 
line that gives you a hose 
for every purpose at a 
price for every purse. 





BOSTON WOVEN HOSE & RUBBER CO. 


Cambridge, Mass. 








PORCELAIN ENAMEL 
INSTITUTE, inc 

612 NORTH MICHIGAN 
AVENUE e CHICAGO 


Please send me, abso- 
lutely free, a copy of 
your new, easy-read- 
ing, profusely illus- 
trated sales manual 
on Porcelain Enamel. 


Name 








Address 


an Gb ap Gb Gs ap a an an a 





“CONTROLLED MRRESOLARITY® 


A New Principle 
of 
File Construction 


Means Faster 
Filing 
Increased File 
Sales 


NICHOLSON FILE COMPANY 
Providence, R.1., U. $. A. 


PATENTS PENDING 


“FOR EVERY PURPOSE 














Genutir°hQMES & SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 

40S SET- 10% SET- 10% SET SAVE FURNITURE 
= iR<3 & FLOORS-CREATE QUIE! 

} Name ‘Domes of Silence" 

on each genuine Glide. 

Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 

















Ask your Jobber for Genuine Domes of Silence. If he is not supplied write to 











DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 


Stock and Profit with 


“G & B” QUALITY Products 
POULTRY NETTING 
STRAITLINE FENCING 

GALVANIZED HARDWARE CLOTH 


WIRE 
Oates or 


Gé 


QUALITY 


Provt 1 


SCREEN WIRE CLOTH: 
“PEARL” 


“ACME” ELECTRO GALVANIZED 
PAINTED BLACK 
COPPER 
BRIGHT and ROMAN BRONZE 


The Gilbert & Bennett Mfg. Co. 


Betablished 1818. America’s Oldest Woven Wire Fastory-Menufacturers 
WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in ay Meshes and 


Gauges 
New York City Georgetown, Conn. Blue Island, Ii. Kansas City, Mo. 
San Francisco 
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VITA-VAR 


The only Wo 








MERCHANDISING 
PLAN 
it The pane 









50 years! 
THE VITA-VAR 


Quality Guahanlée 


~~ ] 
VITA-VAR CORPORATIO N] 
ger sts whe y) 
} boa > \eed 
SS Oe oe | 
| Aint 
_———__—__ 
PAINT ENGINEERS 
S'‘NCE 186886 
\___S'NCE 1888 





At last — a plan that lets 
you mee t ANY and ALL 
competition AT A PROFIT 
..a plan that lets you sell 
HIGHEST QUALITY paints 
at 20% to 50% MORE 
PROFIT! Send for complete 
details today! 


Send this coupon for details NAME 


ADDRESS 





1543-Supp.eicn’s MWETY-FOUR YEARS OF HONORABLE SERVICE~19357 




















Good Service 
use 
Good Tackle 



































LO LE, A 
KING NEP KING NEPT OME RING NEPTUNE. 
Y Be af 


Ns) Neus! Ned 


No.KN- KING NEPTUNE 
FISHING LINES 





APLEIGHS Qs > WD GRAN 


NO.HF54C-BAMBOO FLY ROD 


No.340A FLY ASSORTMENT 





a 


SK OUR SALESMAN TO SHOW YO 
OUR FULL LINE 


4 











Made for 
Fishermen 
Who 
Know 

















‘Assenbled Unde r 


omplete 
of Fishing Tackle:| 





Or mattis 




















“DIAMOND EDGE I1S_4 QUALITY PLEDGE” 
Shapleigh National Series No. 2013 
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